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WEATHERIZING 
MAKES 


= Weather Bird ' 





: Wenenewdiianl 
SHOES 


An exciting new line of spring 
colors and styles! A powerful, comprehensive 
national advertising campaign! A sales- 
sweeping merchandising program! 
Concentrate on Weather-Bird Shoes and 


you concentrate on sales! 
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Whether the fashion is dra- 
matic or down to earth, the 
shoe crafted in Tandrite Calf 
possesses that unmistakable 
smoothness and beauty rec- 
ognized by those who really 


know quality, from designer 


3 = y 
to wearer iA 








MADEMOISELLE'’S 
NECKLACE 












Something lovely for a throat line -- a chignon-twist 
handed across a low shell vamp. An exciting 
new version of the anklet, graceful, de- 
oe lightful, destined for a whirl come 

date-time, late d day-time! .. by 


CARLISLE SHOE co. Bs 
New York 1, N. Y. 
TANDRITE CALF 

No. 368 












E. HUBSCHMAN & SONS, INC. 
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PHILADELPHIA ee PENNSYLVANIA 
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there’s 30% more 


(at riage Trade’ 


for you with 
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shoes for children 


That's a fact! Population figures prove it. By now, America has nearly one-third more 
children than in 1940! 

And you know how all parents these days are more value-conscious and quality- 
insistent than ever before. They're not only looking for, but are demanding real 
quality shoes for their children. They know Vitality always means finer quality 
materials, excellent fit, ““Twice as Smart”’ styles, more-for-the-money value! 

Add it all up . . . more children, quality-minded parents, style-wise noticeably 
superior shoes! The total? The greatest ““Carriage Trade’’ season ever with Vitality 
Shoes for Children! 


Also Vitality Vitapoise Feature Shoes for Children, Priced According to Size 





USE THESE SEALS 
—THEY SELL FOR YOU! 


Nationally Advertised 
in 
Parents’ and Good Housekeeping 





JINGLE 


Made ty Americas Largest Shoematkers 


VITALITY SHOE COMPANY, DIVISION OF INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MO. 
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Here's the “Air Wedge'’ sole that 
gives idiers their “walking on air 
comfort.” Hollow rubber cross sections 
cushion the foot for comfort and pro- 
vide firm arch support at the same 
time. You'll find Iidiers have real 
appeal to your customers. 





§ Mons 


by HOLLAND-RACINE 





with special built-in 
ARCH SUPPORT 


Popular IDLERS now have the AIR WEDGE sole that provides 
special arch support. Here's ‘‘walking-on-air" foot comfort with 
IDLERS’ style. For men who have to be active, casual shoes can 
now give real foot comfort. 


This is the same AIR WEDGE sole that is also available on the new 
IDLETTES . . . for women. 





HOLLAND-RACINE SHOES, INC. 
HOLLAND, MICHIGAN 


DOCTOR © NU-MATIC © PACE-SETTER © MCCOY © IDLETTES © BOWLEZE 
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wa’ hoppen? 


This fashionable regular 
at Florida’s 

winter resorts 

knows 

by experience 

that immaculate white 
gives a smart, 

clean accent 
to sun-tan complexion. 


She wears 
white shoes 


and accessories. 


G. LEVOR & CO., INC. GLOVERSVILLE 


N.Y. 





Other vacationists 

like her white choice 
better than 

their own 

impulse-bought novelties. _ 


They rush around, 
looking for 

white shoes. 

Wa’ hoppen? 
Not enough stores 
have enough 
white shoes! 





GLAZED & FLEXY KID 


TAN-ART 
SUEDE KID 




















ATTENTION SALESMEN 


Your future may be 
in this advertisement! 


First a word about ourselves. We are probably the leading Eastern distributor 
of “in stock” popular priced play shoes and sports oxfords retailing at $3, $4 
and $5 . . . and have been, for a number of years. Primarily, we’ve been 
successful because our men have carried desirable and timely merchandise at 
competitive prices and because we’ve realized the importance of giving each 
salesman complete backing. In order to consolidate our gains and afford our 
customers more frequent and efficient service, we are revamping our salesmen’s 
territories and increasing our sales staff. Our present salesmen have been 


given thorough protection in this reorganization. 


We intend to maintain our reputation and operation and will hire only good 
salesmen for the several desirable territorial openings now available. In 
some territories we have no objection to salesmen carrying our line with a 


noncompetitive line. 


That’s our story. Now. what’s yours? Why not drop us a line at Box 877. 
Tell us who you are, what experience you’ve had and. whether you’re really 


interested in a secure future. We'll be waiting to hear from you. 


ADDRESS BOX 877 
CARE BOOT & SHOE RECORDER 








100 East 42nd St. New York 17.N.Y. = & Qur salesmen have been informed of this ad. 
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4) — Keeps you busy F 
we SELLING, 


No customers missed if you stock the Belmar 
...@ famous last in Walk-Over’s nationally 
advertised Main Spring* Arch line! 



















The Belmar is a best-selling combination 
of young men’s styling and exclusive, 
built-in comfort . . . in a size range that 
enables you to fit practically anybody. 

5 to 15, AAA to EE... that’s 143 sizes! 
Shoes like the Belmar give Walk-Over 
dealers distinct sales advantages. Send for 
our complete “in-stock” catalog showing 
other outstanding examples, all ready for 


same day delivery. Walk-Over prices 
from $12.95. 


“nec U.S. _ PFT. OFF. 


WW. CO 

















IN SHOES FOR ALL THE FAMILY IT’S 





The Sundial idea of ‘one name” shoe merchandising is 
spreading rapidly — witha line of shoes for men, women and 


children under the heavily advertised name — SUNDIAL 





You can get greatest merchandising effectiveness and make 
more money, as thousands of retailers have already discovered, 
by concentrating on the one name Sundial line. There's real 
advantage, too, in the extra quality and value of shoes made 


by the largest manufacturer in the world. 


e*@ee54u2+ee#eeee 

















FOR ALL THE FAMILY 


SUNDIAL, DIVISION OF 
INTERNATIONAL SHOE COMPANY 
MANCHESTER, NEW HAMPSHIRE 
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MARVINOL 


steps up sales 












































For fast sales today . . . repeat sales tomorrow 
. specify products made from Marvinol, the 
modern vinyl resin. 


MORE STABLE! Products made from Marvinol are 
more stable, offer greater resistance to heat and light. They're 
tougher, longer lasting, flexible . . . will outwear leather many 
times. No warping, cracking, shrinkage or scuffing. They're 
waterproof, greaseproof, unaffected by 
perspiration. Products made with Marvinol 

ean be obtained in a variety of brilliant hues, 

- pastels, opaques . . . eye-catchers that are color-fast, 
= smoother to the touch. 


EASY-TO-WORK! Moreover, Marvinol-based plastics 

are easy to work with, readily adaptable to fast 

= .-—«- production. They can be machined, cut, stitched, 
E punched, cemented and polished. Marvinol resins are 

backed by years of intensive research, are 
produced in the world’s most modern chemical 

plant. The Glenn L. Martin Company, maker 

— of Marvinol, does not compound or fabricate 
»- in the plastic field, so ask your supplier for 

= information and samples or write on your 

company letterhead to: Chemicals 

=. Division, Dept. B-12, The Glenn L. Martin 

a5 Company, Baltimore 3, Md. 


a 
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Here are 43 ways to lend a New Style note 


United Fancy Eyelets can be the “tremendous trifles” 
that lift a shoe out of the commonplace and provide 
a smart accessory at relatively low cost. Eyelets like 
these can be the minor change that makes a major 
difference in appearance . . . and sales. 


Any of these novelty designs can be provided in 
brass, nickel, copper or colored finishes. Actual sizes 
are shown. Your eyelet machinery can be modified 
readily to feed any style. Ask the United Representa- 
tive about these and other eyelets for special uses. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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in thade Shee! 
Fat ori tatp Shoes Fow-Wows 


POW-WOWS! Around town, across country! On campus, 
country lane, city square. “Naturals” . . . with the power-punch 
that sells shoes. Exclusively CURTIS in handsome 
smooth styling, smart sleek lines, beautiful finish. Bold, rugged, 
yet light in weight. Selected fine leathers, and 
CuRTIS’ exclusive construction for comfortable, long wear. 
POW-WOWS! A sales-power trio! Priced right for today, tomorrow! 
INSTOCK—IMMEDIATE DELIVERY 


Curtis Shoe Company, Inc., Marlboro, Mass. 


Copyright 1948, Curtis Shoe Co., Inc. 
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Nationally advertised in ESQUIRE 























UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 















Cambria © patente ht 


THE SNO SPRITE 


Newest Cambridge Velvet Creation 
Available in Cuban or Hi-Cuban Heel 








THE Cambridge RUBBER COMPANY 


FIKO | iu Foot Fashion 


CA MBR DG E ee a ee ee 
December |, 1948 
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let him know real foot luxury... . 


Let him see it in the rich lustre, the long life of this Imported 
Martin’s Scotch Grain. 


Let him feel it in the stamina of this bespoke Blucher Pattern, 
cut with Bellows Tongue . . . in the heel-to-toe softness of the 
Full Leather Lining. 


STYLE 6042 will retas! about $14.95 
featured in Time and NEWSWEEK 


Style 6og2 is one of 58 Styles im Stock. Weite Dept. 7 for New Fall Catalog. 


E. E. TAYLOR CORPORATION * MANUFACTURERS + BOSTON, MASSACHUSETTS 
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New, orien 


Casuals and Play Shoes - retail $4.95 to $6.95 

Anklets — Bracelet straps — Swirl straps — Pumps — Wrap- 
around straps— Cross straps — New Look straps — Sabot 
straps —Instep straps —Wishbones and original styles. 


W Sports Shoes + retail $5.95 to $7.95 
Saddles — Moccasins — 3-Buckle T straps —Center Buckle 
Moccasins —Wrap-around Moccasins — Ghillies — Loafer 


types — Wedgies — Hand sewns— Crepe soles — 2-Buckle 
Moccasins — and others. 





Children’s Shoes - retail $3.95 to $5.50 
Wedgies — Straps — Moccasins — Oxfords — Saddles — 
Sandals — Fiatties. 





ALL IN STOCK in best selling colors, sizes and widths. For quick turnover 
and real profits on your Spring shoes in these classifications specialize 
on these outstandingly popular lines. - 









DAYTIMER SHOE COMPANY .- North Adams, Massachusetts 
Makers of good shoes for more than eighty years 











Style No. 7649 
Men’s Last, 
Sizes 6 to 12 


Make their 


“omutual understanding” 





your source of profit 
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With the Belleville Line you can sell both father and son ...what’s more, you can give 
both a correct fit ...and in matching pairs, if desired. 


Most Belleville styles are made in two size runs ...and what is especially important, 
the boys” (1 to 6) is made over separate and distinct lasts from the men’s (6 to 12)... to 
insure absolutely correct and accurate fitting qualities. 


For exactness of fit, rugged wear, and exceptional comfort—plus appealing style—in the 
$5.50 to $9.95 retail price range—sell Belleville! May we tell you more? Write: 


BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 
New England Distributor: KREIDER-CREVELING SHOE CO. 602 Atlantic Avenue - Boston 10, Mass. 


BUYERS KNOW: “BELLEVILLE SHOES ARE HONEST SHOES” 
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Y ou can be confident that a properly 
finished shoe will retain its eye-appeal . . . as 
it begins its journey to the shoe store . . . as it 
helps make sales for the retailer. 

Finishing materials must first provide the 
desired degree of lustre and character. In 
addition, they must produce and maintain a 
uniform finish on a variety of tannages. 

A stitable combination of materials and 
methods for your shoes can be demonstrated 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








by a United Finishing Specialist. And, to insure 
the continuation of uniform results, you can 
count on him to check back regularly. 
There’s a United Finishing Specialist in your 
locality who can bring you this worthwhile 
assistance. He’s available on short notice. 
Call or write the nearest United branch office. 


WM ep 
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FINISHES 


PRODUCTS 


SUPERFIL HEEL BLACKING OF 


BB CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS * HEELS * EDGES 


A New Formuia for Heols and the Return of 3 Old 
and Edges Favorites 
It's NEW BOSTON HEEL SUPERFIL NATURAL EDGE STAINS 
& EDGE STAIN SUPERFIL EDGE BLACKINGS 

e Better Fill 
e Easier Working ¢ The preferred pre-war edge finishes. 
* Uniform Color Coverage © More wax — more fill than other edge 
* High Wax Content finishes. 
* Rich Mellow Lustre © We've never sold finer black and nat- 
e One or Two Set ural edge and heel finishes. 
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Five Generations of 8)” 
Rubber Footwear Retailers 


Served by WOLD SEAL 


For over a century, retailers of rubber footwear, have confidently turned 
to GOLD SEAL to fill their requirements. 

Here at Gold Seal we have concentrated all our efforts, all our re- 
sources . . . to be able to supply them with all their rubber footwear 
needs .. . year in, year out . . seven days a week . . 94 hours a day... 


come rain or snow. 
We are old-fashioned enough to believe that SERVICE is the keynote to 


a successful business. 


Visit the GOLD SEAL Display at the New England Viilage 
Grand Central Station, N. Y. C. . . . December 7, thru January 6. 


GOLD SEAL RUBBER COMPARY 


174 LINCOLN STREET, BOSTON 11, MASS. 
Sole Distributors for 


GOODYEAR RUBBER COMPANY, MIDDLETOWN, CONN. 
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General Shoe Serves 
America’s “Name Stores” 


‘‘Name stores” aren’t confined to big metropolitan outlets—not 
with General Shoe. The consumer market on Main Street Ameri- 
can makes the “Bon Ton Shoe Salon” a “‘name store” too. The re- 
sult—today you can stick a pin at almost any point on the map and 


you'll hit a General Shoe Market. 





Gone is the time when the small town customer was content with 
These 


“second-best.”” Today fashionwise people throughout America ina fF 
gs Esquire 
demind Top quality. And the ability to meet these demands suc- 
cessfully is one of the reasons why more than 20,000 independent 


dealers and department stores find it profitable to handle General 


Shoe lines. 


From stylish Fifth Avenue to stylish Main Street the GENERAL 
public likes and buys the famous lines made by General Shoe. And 
from Fifth Avenue to Main Street the General Shoe fashionright 


styles mean new and satisfied customers for YOU. 


GENERAL SHOE 


CG: ®-R. PP. O'R: A TT ON 


General Shoe Building a Nashville, Tennessee 
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These new Jarman styles will be featured 
e, full color ad next spring in 


Luxury styling at its best 


Jarman 
ontinentals 


These three new Jarman patterns represent the newest style idea 
in men’s shoes. Note the straight outside line imparted through 
the use of Jarman’s new Briarwood last. Give another look at the 
distinctive wide sole extension which is carried completely around 
the heel. Development of these ultra smart Jarman “Continentals” 
has added an important luxury style note to men’s footwear. The 
styling. comfort and extra value of “Continentals” have brought 
spontaneous enthusiasm and approval from every man who has worn 
them. The demand will be tremendously increased when Jarman 
“Continentals” are featured next spring in national advertising, 
and promoted throughout the country by Jarman dealers. For more 
information on the sales-building, profit-making Jarman line, to 
retail at $9.95 to $13.95 (some styles higher), write: 


JARMAN SHOE COMPAN YE J NASHVILLE, TENNESSEE 


DIVISION OF GENERALMRMESHOE CORPORATION 


























GOOD LOOKING 


— one reason why Gallun’s Mandarin Calf 
is the leather that sells your shoes 


Your customers feel at home when they wear shoes made 
from Gallun’s Mandarin Calf. For Mandarin, with its rich 
gleam, flawless finish, and deep, mellow brown color, 
presents a pleasing appearance at all times—in all seasons. 


Moreover, this supple chrome-tanned calfskin is the 
product of expert craftsmanship. It is more than just 
good-looking — it is durable and it is comfortable. 


Your satisfied customers keep returning. That is why 
Mandarin Calf, like Gallun’s famous vegetable tannages, 
builds a profitable volume of repeat business. So check 
the Gallun numbers, when you make up your orders to 
leading manufacturers. A. F. Gallun & Sons Corporation, 
Tanners, Milwaukee, Wisconsin 






chrome-tanned 
ONE OF THE FAMOUS GALLUN TANNAGES 
Norwegian Calf |; —_ Normandie Calf 


hond-boarded grain hand-boorded, glazed 





¢ 
4aes 


Cretan Calf 
smooth but not glozed T-38 














We’ 
y Reg. U. S. Pat. Off. and Canada 


XFO 
“Cexigie sHan® O° NOs 








Wyt...and the Little Squirt! 





Mr. Retailer: 


If the franchise is available in your area, we 
will have our salesman show you the fitting 
and merchandising advantages of Lazy- 
Bones. Write us. There is no obligation. 








LAZY-BUNES 





or Vision oF 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


TENTH FLOOR e SHELL BUILDING e 1221 LOCUST STREET e ST. LOUIS 3, MISSOURI 
Makers of the Famous Lazy-Bones Flexible Shank Oxfords 
Genuine Goodyear Welts; in Stock; To Retail at: 5442/8 BCD-$4.95, 84/12 BCD-$5.45, 
12%4/3 ABCD-$5.95; Senior Sizes: 342/10 AAA to C-$6.95 and $7.95 
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Competitive Selling is Here 
Meet It and Beat It with... 


Lreancck filters 


HERE'S HOW BRANNOCK 
EFFICIENCY OF FIT 
SELLS MORE SHOES FOR YOU 


1. Brannock Fitters reduce selling 
time and yet enable the shoe 
salesman to do a superior job 
of shoe fitting. 


2. Brennock Fitters eliminate mis- 
fits thus preventing adjustments 
that follow or worse yet the loss 
of a customer who never returns. 


3. Brannock Fitters create a pro- 
fessional atmosphere in your 
store and give you the reputc- 
tion of care in fitting. 


4, Brannock Fitters are preferred 
by the consumer because this 
method has given them so much 
safisfaction and comfort in the 


past. 


JUNIOR MODEL—$15.00* 











ADULT MODEL—$15.00* 


OMPETITION for the consumer dollar is here. Meet 
it, not by markdowns, but by good service—shoes cor- 
rectly, efficiently and dramatically fitted. Customers no 
longer tolerate incorrectly fitted shoes. Profitable shoe 
selling is a result of customer satisfaction—assure this in 
your store by fitting all of your men’s, women’s, boys’ and 
girls’ shoes with the Adult Brannock—size range 1 to 1544; 
and your babies’, infants’, children’s and misses’ shoes with 
the Junior Brannock—size range 0 to 5. 


*Available at special cooperative price if ordered through certain 
shoe manutacturers—for this list and full details write fo 


THE BRANNOCK DEVICE COMPANY 


509 E. FAYETTE STREET Specializing in Foot-Measuring Equipment SYRACUSE, NEW YORK 
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makes SHOES 
PURR-EFECT for® the doll-carriage trade 


If you make little girls’ shoes, Colonial Elk (elk-finished 
cowhide) is your leather. It’s comfortably soft, but firm enough to retain its shape 
under long, hard wear. This is the leather that gives you profits, too, because its 
uniform thickness eliminates cutting waste. Colonial Elk 
(elk-finished cowhide) is available in white and colors. Send for samples today. 


COLONIAL TANNING CO... Ime... Boston II, Massachusetts 
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A NEW 


Here's a natural for tie-in sales... 
sell Miller Ski Boot Trees with 
every pair of ski boots. 

Skiers value their shoes and their 
feet. They'll appreciate the oppor- 
tunity of getting a good ski boot 
tree. If you're selling ski boots, 
don’t fail to take advantage of this 
easy extra sale. Write for com- 


plete information on Miller Ski 
Boot Trees today! 


Miller Ski Boot Trees have the same 
durable construction as regular Pack 
Flat Miller Trees. Each size tree is easily 
adjustable to several shoe sizes— auto- 
matically adjusts for width. Attractive 
walnut finish on fine grained hardwood. 


MILLER MONEY- MAKER 
...- the Ski Boot Tree! 








Now’s the Time to Re-order 
MILLER TREES 
FOR STREET SHOES 


For added profits remem- 
ber — “Money Grows 
on Miller Trees.” 
Order today! 














O. A. MILLER TREEING MACHINE COMPANY 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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the ADRIAN 


was born 


: JOyreers ago 


Adrian originated, pio- 
neered and developed X-ray shoe 


fitting equipment. Thirty years ago he ‘ 


gave this great merchandise aid to the 
shoe retailers of America. Today, 

as always, machines designed by Adrian 
are the finest in X-ray shoe fitting 
equipment. Adrian will always be the 
leader since there is no substitute 

for experience! 


m.B. ADRIANS 2": 
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me UN CHILDREN’S 
LEATHER SLIPPERS 


3 COLORS 
3 STYLES 
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S SURREY 





Take Your Choice of Three Col- 
ors in Three Styles for Your 
Juvenile Department . . . Order 
One Pair or One Hundred ... 
Always in Stock .. . Always in 
Style . . . From Size 5 in Infants, 
to Size 3 in Misses... All 
Smooth Leather Upper, Hard 
Flexible Leather Soles . . . In Full 
and Half Sizes . . . Wedge Heels 
. .. A Gay Plaid Cloth Lining 
and Sturdy Box Toe. 


The Step-in 
Brown No. 1007 
Red No. 1008 
Blue No. 1009 

Sizes 5-3 
Full and Half Sizes 


The Shearling 
Brown No. 1004 
Red No. 1005 
Blue Ne. 1006 
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BE SURE TE SEE THIS COLLECTION! 


it’s the Ace of Trumps... 





CAFE SOCIETY 


Brown, Moss Green, 
Navy Blue and Grey 
\ suede, AA and B. Black 
* suede, AAA, AA and B. 
\ Kid lined, full-brested 
\heels. $4.85 






















Black, Brown, Blue calf 
and Black suede. AAA, 
AA and B. Kid lined, full- 





ures 





















j Red, Kelly Green, Black, 
i Brown, Blue calf. Black 

: = and Brown suede — all 
5 : $3.75. Navy Blue, Moss 
FRENCHY Green, Grey and Suntan 
suede, $3.85. AA and B. 





Black, Brown, Moss 
Green, Navy Blue, Grey, 
and Suntan suede. Red 
and Brown calf. AA and 
B. $4.25 









DEBUTANTE 


Brown, Moss Green, 
Navy Blue, Grey and 
Suntan suede, AA and B. 
Black suede, AAA, AA 
and B. Kid lined, full- 
brested heel. $4.50 


DELIVERY: IMMEDIATE TO 10 DAYS 
PLAZA 


Brown and Navy Blue 
suede, AA and B. Black 
suede, AAA, AA and B. 
$4.85. 
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IN NEW YORK LESTER PINCUS SHOE CORP, 11 DUANE ST her ore 0: LESTER INOS OF COREA. Ns SW. AONE St 
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IS A COSTUME LEATHER 





For resort, spring and summer, the Allied Kid Company 
presents a wide range of colors, the outgrowth of color 
research, extensive resource checking, both here and 
abroad. Tied in with this are planned promotions to assist 
manufacturer and retailer in effective coordination. For 
1949 .. . the Wood Colors, named for the panelling, bric 
a brac and furniture Clipper ships brought from the 
romantic spots on the globe . . . the 


Flower Tones _. named for the grace- 






ful blooms so popular a century ago. * 





COLORED SUEDE AND GLAZED KID STANDARD DIVISION 


COLORED MARACAIN AND GLAZED KID NEW CASTLE DIVISION 


e @ 


ALLIED KID COMPANY 


BOSTON e NEW YORK «+ PHILADELPHIA +¢© WILMINGTON ¢ CAMDEN 
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Sure he’s happy—and you are, too. 

He was expecting a $75 bonus. Then you decided to 
give the bonus in U. S. Savings Bonds. So he receives— 
not $75—not a $75 Bond—but a $100 Bond. 

It looks like more—and it is more. Not just because 
every $3 put into Savings Bonds will pay $4 at maturity. 
These Bonds are builders of future security for em- 
ployees and for the nation as well (which means for 
business ). They're a powerful weapon against inflation, 
They make employees “holders of shares in America” — 
thus build enthusiasm for our traditional competitive 
system. 

They pay your company a bonus, too—in increased 
employee contentment, which shows up as less turnover, 


reduced absenteeism, fewer accidents! All these benefits 
are being proved and re-proved every day in thousands 
of companies that operate the Payroll Savings Plan—the 
popular plan for the regular purchase of Savings Bonds 
by employees. 

You're helping your employees, your country, and 


yourself by deciding to... 


give the bonus in Bonds 


...and by putting plenty of push behind the P. S. P. It’s 
easy with the help you get—for the asking—from your 
State Director, U. S. Treasury's Savings Bonds Division. 
Call him now! 


The Treasury Department acknowledges with appreciation the publication of this message 
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This is an official U. S. Treasury advertisement prepared under the auspices of 
the Treasury Department and the Advertising Council. 
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Industry is making great progress in apply- 
ing power to every process of manufacture. 
THE ISELIN DIARY, 1836 























THE BETTMAN ARCHIVE 


New methods for new business 


In 1836, too, new production methods stimulated 


industry—but called for more working capital, more sales. 

Many manufacturers found profit in the financing and marketing counsel of the 
firm of Iselin, already 28 years old. . .. Today, 140 years’ experience in 

consumer goods industries is at your service. Iselin Factoring turns 
accounts receivable into preductive cash, stops credit losses. . . . 
We owe our long, successful history to our clients’ prosperity. You, too, will 
find our time-proved methods stimulating to your business. Send for 
booklet on our Factoring service to industry. 


William Iselin & Co., Ine. 


357 Fourth Avenue, New York 10, N. Y 
FOUNDED IN 1808 








Those shoes are as good as they are 
because every craftsman in our shop 
is as interested in the wearer's satis- 
faction as he is in his own personal 
welfare and success. 


ALLEN-EDMONDS SHOE CORPORATION 


BELGIUM, WISCONSIN 
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—About this time of year, when the first snows hit 
the Adirondacks, I develop a writer's cramp—or 
grouch, or what have you, when I realize what 
a mess we have all made of the year just passing. 


—One of our pet peeves is this thing called “high 
cost of living.” 


—It hits all of us—and how! 


—Take the farmer, for example: He reaps a bumper 
crop, sells it either above parity or is paid a sub- 
sidy if he sells it for less. Does that solve his 
problems? It does not, because the wool growers 
of Australia charge more for the wool which 
goes into his clothes. The fertilizer manufacturers 
send bigger bills because they have to. The farm 
machinery makers charge him more for his plows, 
harrows, reapers and it costs lots more to oper- 
ate and keep them in repair. So he comes out 
just where he went in. 


—Or the merchants. With department store sales 
during the first six months of this year at the 
highest peak in the history of the country, net 
return on sales dropped from 3.4 per cent last 
year to 2.9 per cent this year. 


——Or the housewife and her husband. He gets more. 


She has to spend more. Net result, just about 
zero. 


—Of course we're going to correct this and other 
tough problems in the year and years ahead— 
seems as though we’re making a brave start right 
now. 


—But it all reminds me of the philosophic railroad 
worker who said: “We spenda da mon to buy 
da bread to give da strength to earna da mon 
oS ae a ee ee a ee ae 
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Want a 5 Retailer? 


* Men’s Goodyear Welts Now Available! 


NEW ACCOUNTS FOR THIS MERCHANDISE ARE NOT BEING SOLICITED. 





OLD ACCOUNTS MAY PURCHASE FROM ONE PAIR UP. 


You ean become an old customer 


* This is strictly a 

NON-PROFIT ITEM 

for us and designed en- 

tirely to assist our retail 

outlets to sell AN EXTRA 
PAIR 


by ordering ten dozen from our regular line. 


Write us or see our representative 
in your territory 


Our production is still devoted in a large way, as it has ever 
been, to the manufacture of men’s Goodyear Welts, using 
Genuine Imported Australian Kangaroo skins and Selected 
Grades in Kidskin purchased from the leading tanners of these 


leathers. 


These are in Stock for Immediate Delivery 
Order Teday 





J. W. CARTER COMPANY 


Manufacturers of Men’s Welt Shoes Since 1907 ¢ NASHVILLE |, TENNESSEE 


Sales Divisions: Ross, Incorporated 
Kelly Kid Line 








32 


Boot and Shoe Recorder 

















BOOT and SHOE 


EXECUTIVE OFFICERS 
EVERIT B. TERHUNE, President 


VICE-PRESIDENTS 
Everit B. Terhune, Jr., Advertising Manager 


EDITORIAL STAFF 
Raymond L. Fitzgerald, Editor 
John J. Reilly, Art Editor 
Owen A. Thomas, Research Editor 
Eleanor Maud Rutty, Fashion Editor 
Anne R. David, Managing Editor 
Estelle G. Anderson, Associate Editor 
Edward Spasek, Associate Editor 
Herbert B. Goodridge, Make-up Editor 
Arthur L. Burns, Circulation Manager 


WASHINGTON STAFF 


Eugene J. Hardy Karl Rannels 
George H. Baker 


LOS ANGELES 
Harry R.. Terhune 


ADVERTISING STAFF 
Robert Lewis Stephenson 
100 East 42nd St., New York 17, N. Y. 
Telephone: Murray Hill 5-8600 
B. C. Bowen 
Terence McDonald 
7209 S. State St., Chicago 4, lil. 
Telephone: Wabash 2-8058, 9059 
Hugh M. Bowen 
710 N. 12th Bivd., St. Louis 1, Mo. 
Telephone: Central 9698 
Gordon Scott 
Gordon Scott, Jr. 

10 High St., Boston 10, Mass. 
Telephone: Liberty 2-4460 
Clarence R. Heyde 
Chestnut & 5éth Sts. Philadelphia 39, Pa. 
Telephone: Granite 4-5600 
Harry R. Terhune 
5410 Wilshire Bivd., Los Angeles 36, Cal. 
Room 307 Telephone: Webster 3-2718 


JUL 


ECORDER 


© PUBLIC LIERAR Wot, cxony, Ne. 1 
< <onviCh ~~ December 1, 1948 
UES 
Washington Newsreel 34 
Talk of the Trade 37 
Editorial Outlook 39 
Southward, Ho! the sips 40 
Shoe Futures from the Palm Springs Round Up... 42 
Delicate and Intricate, Theme of New French Shoes 43 
Keeping in Trim wt Sig 44 
Efficient Operation Depends on Profit. . 46 
Prices Firm, Buying Moderate at Augusta Show 48 
New Hess Store Has Country Atmosphere. . a 
The Opening Order 50 
Four Departments Feature Shoes 5! 
Step by Step. 54 
Review of the Retail Trade 57 
Shoes in the News. . 61 
Manufacturing and Markets 62 
Shoe News 69 
Dates to Remember 70 
News of the Salesmen and Suppliers 87 


One of the Publications 
Owned, Published ond Copyrighted, 1948, by 


ru) CHILTON COMPANY (INC.) 


Executive Offices 
Chestnut and 56th Streets, Philadelphia 39, Pa., U.S.A. 
Editorial and Advertising Offices 
100 East 42nd St., New York 17, N. Y. 


Officers and Directors 
JOSEPH S. HILDRETH, President 
VICE-PRESIDENTS 
EVERIT B. TERHUNE P. M. FAHRENDORF 
THOMAS L. KANE 6. C. BUZBY 
WILLIAM H. VALLAR, Treasurer 
HARRY V. DUFFY T. W. LIPPERT 
GEORGE MAISWINKLE, Assistant Treasurer 
PAUL WOOTON, Washington Memb 





Member Audit Bureau of Circulations Associated Business Papers. Yearly Subscription Price United Stotes and Possessions. 
Mexico and Cuba, $3.00; Canada, $3.50; Foreign, $10.00. Single copy, 25 cents. 


December |, 1948 





of the Editorial Board 


® 


JULIAN CHASE 
CHARLES J. HEALE 


JOHN BLAIR MOFFETT, Secretary 
D. ALLYN GARBER 


33 











AWestington 


N 4. os 


Faced with President Truman's campaign promises to seek enactment of 
allocation, price, and ration controls, several Government departments are 
already hard at work on a series of recommendations for the President's 
consideration. : 


The Commerce Department is devoting its time to a study of control 
measures of primary interest to business and industry. As the’situation shapes 
up now, Commerce is expected to come up with some relatively mild proposals. 


Whether the President will accept these proposals or feel that he must 
propose, and anticipate getting, a completely regimented peacetime economy is a 
moot question. The odds are against it at this time. As one Commerce Depart- 
ment official put it, "What the President proposes, hopes to get, and actually 
gets from the Congress are likely to be three very*different things." 


The Commerce Department is almost certain to recommend a continuation 
and strengthening of the present voluntary allocations law, which has thus far 
been confined to the allocation of steel, plus standby allocation and price 
powers. 





























Critics of such a program point out that it's a poor New Dealer who 
fails to make fullest use of the authority, standby or otherwise, granted him 
or his executive agency. With the possible exceptions of the Treasury Depart- 
ment and the Federal Reserve Board, the record of the executive branch of the 
Federal Government for the past 16 years clearly shows that authority voted by 
Congress has generally been used in toto. 


While it is extremely difficult to forecast accurately what the in- 
coming Congress may do, it seems like a pretty good bet that voluntary alloca- 
tions will be continued and new standby allocation powers will be enacted to be 
used at the President's discretion. Standby price control powers might also be 
enacted, but would probably be used primarily as a deterrent to still higher 
prices rather than as a means to roll prices back. Consumer rationing is not in 
the cards, since it is patently unnecessary. ° 


Assuming that all of these standby powers are enacted, what does this 
mean to the shoe industry? Absolutely nothing, unless the bureaucratic monopoly 
is allowed to run wild again. Economists who know the shoe industry best say 
that available supplies of raw materials are sufficient to make any thought of 
allocation controls perfectly ridiculous. And substitute materials continue to 
gain wider acceptance in this country. Then, too, the gap between supply and 
demand throughout the world is lessening. Price controls would have little 
effect on any of the products of the shoe and its allied industries, from hides 
and skins to finished products, unless there were corresponding cuts in labor 
costs all along the line. 


A price freeze will be unnecessary after the first quarter of next 


year, since these sources expect readjusting factors in the shoe industry to 
begin to level off prices by that time. It is felt, however, that the existence 
of standby price controls will serve as a deterrent to still higher prices. 
Consumer rationing of footwear is so patently silly, that it is not even being 
seriously discussed at this time. 


Therefore, despite the possible enactment of such control measures by 
the incoming Democratic Congress, it does not appear that the shoe industry has 
much cause for alarm, unless, of course, Mr. Truman and his advisers attempt to 
outdo the original New Deal with socialistic and economic experiments. 
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FLEXIBLE 
GROUND GRIPPER- 
CANTILEVER SHOES 


GROUND GRIPPER-CANTILEVER shoes 


are the style surprise of the trade. Always smart 
on the conservative side, these shoes have taken 
a turn to fashion for fashion’s sake. Yet the famous contour fit and supporting 
features are still in every pair. Spread this style news—it pays off for every dealer 
who features the established brand in demand . .. GROUND GRIPPER-CANTILEVER. 


a SI | ARCH PRESERVER + ACTIVE MODERNS - TRU-POISE + STYL-EEZ + EASY GOERS 
TOWN WALKER - PHYSICAL CULTURE + GROUND GRIPPER + CANTILEVER 
THE SELBY SHOE COMPANY, Portsmouth, Ohio 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver + Styl-EEZ «+ Easy Goers + Tru-Poise) 
926 MARBRIDGE BUILDING (Physical Culture +¢ Town Walker -+¢ GroundGripper + Cantilever) 
Los Angeles Office: 8316 HAAS BUILDING 
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TWEEDIE FOOTWEAR CORPORATION JEFFERSON CITY, MISSOURI 
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G R. HERBERGER, president of 
Butler Brothers, told a conference 
of their general and sales managers: 

“It’s time to scrape the barnacles 
off the ship of business. During the 
past eight years, all business has 
accumulated barnacles and now we 
must put up at dry dock. 

“The days of big margins are 
over. Manufacturers and distrib- 





utors now must lead the way to 
lower prices. We all agree that the 
public is impatient of high prices 
but instead of becoming ‘apologists’ 
for the price spiral, the time has 
come for manufacturers and dis- 
tributors, with the help of labor, 
of course, to give everybody an in- 
crease by cutting costs. Everybody 
is agreed that it is dangerous for 
prices to continue to spiral. We 
know, too, that virtually every con- 
sumer is convinced that manufac- 
turers and retailers have been pass- 
ing their rising costs to him. He 
looks around him and counts, on 
the fingers of one hand, the items 
that are still selling at their pre- 
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spiral prices. In addition to this 
is the common knowledge that mar- 
gins of profit have remained high, 
despite the general increase in the 
volume of production. 

“A good job of barnacle-scraping 
can bring both manufacturing and 
distributing costs down. Butler 
Brothers is in the midst of just 
such a job now. We started out 
with the premise that sound mer- 
chandise which represents good 
value at the lowest price possible, 
plus aggressive, effective selling— 
would bring the success that we 
seek as our goal . . . Integration 
of organization, consolidation of 
functions, elimination of non-essen- 
tial activities, simplification of oper- 
ations, tightening up on expenses 
-—improving procedures generally, 
will pay off on a larger scale. 
Stronger management control and 
clean, uncluttered operation, are 
another way of saying that the 
barnacles are being scraped off. 
The future strength of our country 
depends upon it.” 

* * 2 
GEORGE BROOKS, who operates 
the Style Shop in Douglas, Wyo- 
ming, says: 

“Shoes are better now than be- 
fore—better style, better workman- 
ship, better fit. Naturally, though 


they are higher in price. Right here, 
however. I want to ask: Why 
aren't there more sensible-heeled 
shoes shown? There just aren’t 
enough Cuban-heeled shoes in good 
styles to satisfy our customers. Out 
of a hundred good, desirable shoes 
offered to us, only about four are of 
medium heels. There is no variety 
in desirable patterns. We want more 
Cuban-heel footwear.” 


GANG. WAY, / 





APN PS 


“52 BONES IN A TERRIBLE 
HURRY”—That’s the interesting 
and stimulating title of the booklet 
released by The Green Shoe Manu- 
facturing Co. of Boston, Mass. In- 
terspersed with important facts and 
figures are smile-provoking illustra- 
tions that give added emphasis to 
ihe absolute necessity for correct fit- 
ting and foot health. From the dedi- 
cation on the first page: 

“TO ALL MOTHERS (and 
Fathers, too, for that matter)... 
We present this little book with 
our compliments. We know that 
the subject of your child’s general 
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health is of great interest to you 
...and we know too, that foot 
health is a frequently neglected 
but very important part of the 
program. With this in mind, we 
have assembled here some ‘whys’ 
and ‘wherefores’ for the care of 
rapidly growing young feet. We 
have treated this far-from-casual 
subject in a purposely light man- 
ner. That is because we would 
like it to be as much for the chil- 
dren as about them .. . it will, we 
hope, be an amusing ‘picture’ for 
them and a valuable source of in- 
formation for you!” .. . 

to the final admonition: “Don’t just 

stand there, DO something!” . . . it 

is full of good advice, palatably ad- 


ministered. 





AGNES HODGE, manager of the 
children’s shoe department at Glad- 
ding’s, Inc., Providence, R. I., says: 
“A trend that is gradually taking 
place in the sale of children’s shoes 
is becoming more apparent all the 
time. It concerns the style minded- 
ness of the youngsters and the grow- 
ing girls. There was a time when a 
pair of shoes was just that and not 
much more. Today, children are as 
fully style conscious as their elders. 
They have their own fashion maga- 
zines and their apparel is as timely 
and smartly styled as their mother’s 
and big sister’s. Children in these 
times are no longer content with 
shoes in their role of former years. 
“We notice this in the amount of 
red shoes we are selling. There was 
a time when these sold well for a 
short while in the Spring, generally 
around Easter time. After that they 
disappeared until another year, as 
there was practically no demand for 
them. Now, we are selling reds in 
good quantity. Children ask for 
them and plan on them to go with 
different outfits. They talk about the 


various parts of their ensemble and 
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how the shoes will harmonize with 
their apparel. 

“The same holds true of black 
suede. There was a time when pa- 
rents looked upon this material as 
impractical for the children. Not to- 
day. We are selling many black 
suedes in children’s and growing 
girls’ shoes. They like them and ask 
for them and there is practically no 
resistance to the impractical features 
of the shoes which we used to hear 
so much about. 

“lt is apparent from this trend 
that manufacturers and _ retailers 
alike must be mindful of the style 
consciousness of children and grow- 
ing girls. We must cater to this style 
advancement and be on the alert to 
meet these changes.” 

* * * 
GEORGE H. TRENTMAN, vice- 
president and secretary of William 
Eastwood & Sons Co., Rochester. 
N. Y., says: 

“Like many other long-estab- 
lished stores, we have found it ad- 
visable to adopt the ‘New Look’ by 
Not only 
will the new exterior provide mod- 
ern display windows at least fifty 
per cent larger than the old ones 
and all-glass doors which invite cus- 
tomers to enter; but we also believe 
that there is a psychological advan- 
tage to modernization. 


installing a new front. 


“Age or size of a shoe store is. 
not enough to attract customers and 
keep them coming. Seeing the same 
front and interior year after year, 
customers gradually get the impres- 
sion tht nothing is ever changed 
and that perhaps some newer store 
offers a better selection of shoe 
styles. A new front attracts atten- 
tion and the latest display facilities 
do a lot to present footwear to the 
best advantage. 

“As ours is an unusually deep 
store, we thought we could well 
afford greater space for window 
display. We have long been con- 
vinced of the value of good display. 
We change all displays weekly, keep 
the windows clean and neat and 
carefully select shoe styles for dis- 


play.” 

ALBERT ENDEL, manager of A- 
Nachman’s Shoe Department, Mont- 
gomery, Ala., says: 

“With people beginning to catch 
up on their demands, they are more 
particular and ask more in quality 
and style. This calls for a much 
larger and varied stock than has 
been possible for the last few yeare.” 

* * * 

Many shoe men would take 
unto themselves better halves. 
if they could be sure of first 
finding better quarters. 
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“Closing? But | had my bridge club all afternoon—and | need shoe laces for tonight's 
wedding—So could you-—?" 
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Nhoe Fairs and the Future 


EXCEPT in the field of children’s footwear and certain 
price ranges and specialized categories of men’s and 
women’s shoes, the recent National Shoe Fair in Chicago 
could hardly be rated as a buying show. No one really 
expected it would be, except the over-sanguine minority 
who had figured the time was ripe for a rally from the 
cautious attitude that prevailed throughout the Summer. 
And so no one appeared to be particularly disappointed. 

Apparently the shoe trade has accepted the idea that 
these big national shows are shoe fairs in fact rather 
than market weeks, providing opportunities for obser- 
vation and comparison of lines and prices preliminary 
to arrival at a consensus as to style trends and price 
levels. The real bulk of buying is likely to come later in 
the merchant’s store or local sample room, where th 
traveling salesman spreads his line and commands the 
buyer’s undivided attention. 

Many salesmen as well as buyers have told the 
RECORDER that’s the way they prefer to have it. The 
merchant is in a better position to size up his stock, 
determine what he actually needs and in what quanti- 
ties, listen to the intelligent advice of the traveling sales- 
men whose role as style advisers and merchandising 
counsellors was never more important than it is today. 

“There are fewer headaches when the buyers look 
them over at the show and give us their sizes later,” was 
the way one veteran traveler expressed it, and his view- 
point was echoed by many others with whom this matter 
was discussed. 

But, of course, there are other angles, and not a few 
manufacturers feel it would be most helpful if ways and 
means could be found whereby retailers could be con- 
vinced that it would be to their advantage to place actual 
orders for a larger proportion of their requirements at 
the National Shoe Fair. The problem of production 
would be simplified, deliveries would be expedited, the 
frantic rush that frequently develops to obtain shoes in 
time for Easter would be avoided. A more even spread 
of orders and production over the season might even 
help to ameliorate some of today’s price problems, for 
everyone wouldn’t be rushing into the market to bid 
against everybody else for leather in those late weeks 
when retailers are hungrily clamoring for shoes. 

These problems are by no means new in the shoe 
business and the timing of conventions and shoe shows 
has been a subject of serious debate as long as the 
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eldest of the oldsters car remember. Before the National 
Shoe Fair was inaugurated, when NSRA ran the show, 
conventions were held in January and considerable 
buying took place. The fly in the ointment then was 
that most manufacturers felt late shows also tended to 
delay the placing of advance orders by retailers, with 
the result that factories had little cutting in the early 
weeks of the season. So the manufacturers held a com- 
peting show of their own for some years in November 
and eventually the two shows were merged to form the 
National Shoe Fair under the joint sponsership that now 
exists. Soon after the merger the October dating was 
definitely adopted. 


IN the war period and the years immediately follow- 
ing the war, the question as to when the National Fair 
should be held wasn’t particularly important. The prob- 
lem was to supply the shoes and not to sell them, regard- 
less of the timing of the show. Now, with shortages 
pretty much a thing of the past and the buyer’s market 
once more dominating the picture, there is a recurring 
tendency to question the dates and speculate on what the 
effect might be if the Fair were held earlier or later. 

After some consideration and discussion along these 
lines, it has been definitely decided to hold the next 
National Shoe Fair a week later, starting October 3lst 
and closing the 3d of November. This isn’t much of a 
change; it probably reflects a sort of mild concession on 
the part of a majority that still favors the October Fair 
to the group that would prefer a later market opening. 
It will be interesting to observe whether the change has 
any noticeable effect on buying. 

One obvious way to stimulate buying at the Shoe Fair 
would be to attract more buyers. This year one heard 
more expressions of disappointment regarding at- 
tendance than we can recall at any recent Chicago show. 
That naturally raises the question as to whether the 
time hasn’t come, perhaps, to revamp the pattern a bit 
and make the show a little more attractive to the audi- 
ence. That might apply to other shoe shows too. 

The tendency in recent years has been to regard the 
shoe shows more and more as seasonal style showings 
and to subordinate the educational and trade convention 
aspects, along with many of the social features. In other 
words, the fairs have been more and more commercial- 

[TURN TO PAGE 66, PLEASE] 
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“Basquette Lo” in turquoise blue 
crushed kidskin from Town and 
Country Shoes. A matching over- 
shoulder bag, trimmed in brown, 
from Coronet Handbag. 


Right: Imported from Haiti, made 
over American lasts in range of 
widths, sizes and half-sizes, these 
hand-embroidered sandals are of 
native sisal, zig-zag-stitched. From 
Tropical Craft Corp. 


OrancE and yellow; gold and copper; cocoa and beige; 
straw and natural: these are the colors that are coming to 
the fore for Southern resort clothes and shoes. There they 
are, the color of sand and sun, sea shells and hibiscus 
flowers, oranges and lemons and grapefruit; all the things 
that people associate with Southern lands by the sea. And 
the green of the leaves and the blue of the sea is in the new 
clothes and shoes, too. There is blue in many shades from 
pale to turquoise to royal and navy and there is green rang- 
ing from bright kelly to a subtle new green with an olive tone. 

It doesn’t take much persuasion to sell a woman a pretty 
Summer shoe, bag and other accessory when her thoughts 





are Southward bound and the merchan- 
dise is shown against a background of 
blue sea and bright sun. And it takes 
even less persuasion when the shoes and 
accessories are attractive and fashion- 
right. Not only the colors but the ma- 
terials are lovely and varied and the 
neutrals in shoes and accessories blend. 
match or contrast with the clothes as 
harmoniously as do the brighter tones 

in shoes and accessories. 
Besides the leathers, in white and a 
[TURN TO PAGE 94, PLEASE} 


From sunny Italy come these shoes and 
handbags in genuine imported Italian 
rafia, hand woven to specifications in 
a wide range of colors; the bags matched 
to the shoes. Marx & Newman Co. 
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Southward, Ho! 


As the Southern Resort Season Approaches, Shoes, Bags and 


Other Accessories in Leathers and a Variety of Light, Summer 

Materials Will Appear in Your Windows and Display Cases. 

A Wide Range of Styles Offers Plenty of Chance for Interesting, 
Colorful Promotions. 


by ELEANOR M. RUTTY 


Green calico country dress created by 
Madeleine of Arkay for the Country 
Fair scene of “Fashions of the Times.” 
Note accessory coordination possibilities 
in matching white shoes and accessories 
to a white capelet collar or pink shoes 
to the pink figure in the print or green 
shoes to the background color. 





Sun Yellow calfskin, smart 

resort color in this strap 

shoe from Dave Evins and 

over-shoulder bag designed 
by Sylvie Hamilton. 


Navy blue linen shoe, 
trimmed in white, matched 
to a soft pouch handbag. A 
Walk-Over shoe from Geo. 
E. Keith. Handbag designed 
by Sylvie Hamilton. Natural 
linen pump on square toe 
last from Zuckerman & Fox 

















Photo at lejt, left to right: Coronado 
in reverse calf and Calitan with hand- 
woven vamp; Mesa, two-eyelet tie in 
champagne reverse calf and rum 
brown Calitan; Conga Coolie, open 
toe sandal in Calitan. Right: The 
Tennis Club at Palm Springs. 


SHOE FUTURES 


FROM THE 


PALM SPRINGS ROUND UP 


Trends to Be Expected in Men’s and Boys’ Sportswear Evident 
At Annual Showing Held in Palm Springs — Influence on 
Shoe Styles Seen. 






























Left to right: The Don, in saddle WHAT future trends in sportswear for men 
leather; The Apache in white reverse will be was indicated at the annual Palm 
calf with hand-braiding in Calitan; aS ‘ 
The Padre, with reverse calf plug Springs Round Up, held this year on October 
combined with Calitan. 29th, 30th and 31st. Since its inception in 
1942, this showing, sponsored by the Menswear 
Manufacturers Association of Los Angeles and 
the Boys’ Apparel Guild of California, has 
offered advance information on what the 
fashion-wise male will wear next Spring in his 
leisure moments. Not only do the findings at 
this showing affect the sportswear field; they 
have an undeniable influence on the shoes 
which men will wear with their easy-fitting 
sport clothes. 

Because men have become more leisure- 
conscious, sales of the stepin sport shoe are 
expected to increase. The gauntlet type with 
side gore, and loafers, it is believed, will in- 
creasingly outsell the oxford for wear in con~ 
[TURN TO PAGE 74, PLEASE } 

















Delicate and Intricate - - - 


Theme 


“FANTASIE” is the word used by 
French bottiers to describe today’s 
trend in Paris shoe design. They intend 
to turn out models more “fancy” than 
even at present, which is saying a good 
deal, but they promise, as compensa- 
tion for coming intricacies, an extreme 
delicacy in line and detail. These two 
words, fantasy and delicacy, sum up 
the trend. Outside of sports and utility 
wear, the course is definitely away 
from simplification. 

After a season of fancy boots, the 
windows are filling up with stepins, 
pumps, oxfords and sandals. Suede 
continues to be first choice for after- 
noon and cocktail models, with bronze 
leathers achieving some success, and 
patent leather looming up as the win- 
ning dark horse of the immediate fu- 
ture. The only set-back to a wider 
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patent vogue here, the bottiers say, is 
the difficulty of securing good enough 
quality. 

Combination of leathers is one way 
of working toward fantasy designs, 
even in such classic styles as oxfords. 
Kid strappings are decorative, added 
to models of suede and patent leathe:. 
Like a cross-stitch embroidery pattern 
is the design worked out in black kid 
across the vamp of a black suede pump. 
Georgette interlaces delicate strappings 
of white kid and black patent leather 
to decorate her black patent cocktail 
stepin. 

The height or extreme of kid com- 
bination alone is seen in an evening 
sandal designed by Gresy. Narrow. 
delicate straps interlace across the toe. 
in pale blue, pink, gold and silver kid 
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Cocktail pump in 
patent with straps of 
patent 

kid by 


and_ white 
Georgette. 


Fine Decorative Treatments with Contrasting 
Leathers, Braidings and Other Trimmings and 
Novel Silhouettes Carry Out the New Trend 

Which the French Call “Fantasy” 


by ALICE. MAXWELL 





Grey suede and grey liz- 
ard oxford on thin sole 
by Bentivegna. 


Gay little gaiter knotted 
at the ankle and snap- 
fastened under the arch. 
A garter elastic reinforces 
the back and the front 
edge. Introduced by Ca- 
sale in black and white 
checked and plaid wools. 














Two suggestions for cold 
weather items. One uses a 
tube as a candle, while two 
platforms act as support for 
children’s slippers. In the 
other, a pot-bellied stove 
painted a bright color and 
treated with diamond dust 
makes a good display for 
boots. rubbers, slippers. 





Bright Christmas feeling in 
this shoe box constructed of 
plywood or heavy beaver 
board. The opening provides 
a display ramp upon which 
merchandise is displayed. 
Use coarse salt and diamond 
flitter for snow. 


by BEN WALTERS, Walters Display, Inc., New York 
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Backgrounds are important in making merchandise stand out. This New Year display 
uses a cut-out mask, bright honeycomb balls and streamers to lend a touch of gayety. 
Plywood is used to support streamers from behind. 


Christmas and Cold Weather Themes Are Perfect for Attractive 
Window Promotions. Here Are Suggestions for Building Your 


‘Own Holiday Windows That Pull Custmers Into Your Store 


Huge holly leaves and red 
honeycomb balls add a 
Christmas atmosphere. 
Two of the leaves are used 
as merchandise displays. 
This can be done by plac- 
ing them against the wall 
at an angle. 
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EFFICIENT OPERATION 


DEPENDS on P ROFIT, 


Leather Industry Cannot Undergo Sacrifice of Working Capital 

Experienced in 20's and 30’s, President of Council Declares at Opening 

of 32nd Annual Meeting in Chicago — Mark Edison Tells Tanners 

That if Consuming Public Can Do Without Meat Because of Price 

They Can Also Get Along Without That Extra Pair of Shoes That 
Is Vital to Every Branch of Shoe and Leather Trades. 


ADDRESSING the Tanners Council of America at the 
opening of the organization’s 32nd annual meeting at 
the Palmer House in Chicago November 18, Sherwood 
B. Gay, president of the council, warned of the dangers 
facing the leather industry as a result of restrictions 
which foreign governments have placed in the way of 
free movement of goods. Added to these are the dis- 
iorting effects of unstable currencies. Pointing out that 
such conditions in world markets not only affect the 
leather and shoe industries in this country but also 
endanger the prospect of achieving the objectives of 
our foreign aid programs, Mr. Gay called for “constant 
and closest scrutiny” of economic aid granted to Euro- 
pean countries. 

From the international scene Mr. Gay turned his 
attention to problems of the tanning industry at home 
and called for a clear-cut recognition of the fact that 
the tanning industry can operate efficiently only if it 
ean secure a reasonable minimum profit over costs. “It 
will not be possible,” he said, “for this industry as a 
matter of hard, practical fact to undergo the same 
sacrifice of working capital which was experienced in 
the 20’s and 30’s. This industry no longer possesses 
the capital with which to carry huge accumulations of 
idle inventory.” 

Mark A. Edison, president of the National Association 
of Shoe Chain Stores and vice-president of Edison Bros. 
Stores, Inc., paid tribute to the “good work being done 
by the tanners in their development and promotional 
programs” and urged that even greater effort be ex- 
pended in these fields as a way to put the shoe and 
leather industries “back on the track to higher produc- 
tion and sales.” The speaker stated that “We in the 
chain store field who are in close touch with the pulse 
ofthe buying public know that we have not reached 
the limit of popular price shoe consumption.” A market 
of 500 million pairs annually was seen attainable by 
Mr. Edison based upon the style consciousness of the 
American public and its need for low-priced shoes. 

Referring to the matter of shoe prices. the chain store 
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executive pointed out that about a year ago the shoe 
industry had its first warning of price resistance, with 
resultant inventory accumulations and clearance sales. 
“Shoe retailers realize that if the consuming public can 
do without meat because of price, they can get along 
without that extra pair of shoes.” And, said Mr. Edison, 
“The pair that they can do without is the pair that is 
vital to every branch of our industry.” Shoe chain 
stores accept as a fundamental fact, he said, that shoe 
prices are controlled as much by the consumer as by 
manufacturing costs and mark-ups. Pointing out that 
retailers are constantly striving for greater efficiency in 
order to meet consumer demand for lower prices, the 
speaker said that in his opinion tanners and manufac- 
turers are likewise aware that such action is necessary 
“if the industry is to achieve the value in our product 
which will bring about an increase in the consumption 
of shoes.” 

General Joseph W. Byron, chief of the Hides, Skins. 
Leather and Shoe Division, National Security Resources 
Board, briefly outlined the functions of the Board and 
called upon industry to make known its ideas for solving 
the problems which may arise in the event of war. The 
speaker pointed out that the NSRB, in its peacetime 
operations, is concerned primarily with “the ultimate 
contingency of war and not with the peacetime develop- 
ment of our economy.” In further emphasis of this 
fact, he said at another point: “Rumors to the contrary 
notwithstanding, I have nothing to do with current 
leather or saoe production or with hide or skin markets 
or with other resources of supplies. Our job is pri- 
marily planning and preparation for defense and that 
may not have the remotest impact on these industries 
short of a national emergency. 

Irving R. Glass, executive vice-president of the Tan- 
ners Council, in his report to the industry on November 
19th, stressed a number of significant developments 
during the past year. Foremost among these was the 
squeeze to which tanners are being subjected by the 
pressure of high raw material and production costs. 
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Notwithstanding the peak level of shoe production, 
equal to 1947, tanners’ operating difficulties had sharply 
increased by virtue of heavy costs as well as cautious. 
hesitant buying of leather which often led to failure of 
consuming industries to meet essential, minimum re- 
quirements, he said. 

Mr. Glass pointed out that “consumption of leather 
in 1948 had fallen short of deliveries by tanners.” On 
the other hand, increases in tanners’ stocks of finished 
goods were minor so that the aggregate finished inven- 
tory position of the industry was less than 45 per cent 
of the prewar average. 

Tanners are acutely conscious of the dangers in high 
prices and no industry is more anxious to achieve lower 
prices and better values to consumers. While leather 
remains a preferred material, a high level of raw ma- 
terial costs at home and abroad stimulates the omni- 
present danger of substitutes and curtailed consumption. 
In their effort to achieve lower costs and prices, tanners 
cannot seek the remedy of greater volume and produc- 
tion because their raw material is a by-product of which 
the supply is limited. Paradoxically, therefore, when 
hide and skin markets already reflect tight supply con- 
ditions, increased demand and increased production 
force leather costs up, not down. 

The view was expressed by Mr. Glass that the tanning 
industry’s current position was sound and that it had 
avoided postwar dislocations because tanners were 
aware of their unique economic problems and sought 
stability and efficiency of output. 

Patrick Gorman, advertising manager, Phillip Morris 
& Company, Ltd., stressed the importance of merchan- 
dising in modern, competitive business with special 
emphasis on the problem of the leather and leather con- 
suming industries. He pointed out that despite the high 
regard in which leather has been held for centuries, the 
industry is not immune to the effects of competition 
from other products or materials being developed and 
manufactured today. 

Merchandising, according to the speaker’s view, is 
strategic warfare in a competitive business world. It 
requires the massing of ideas and the correlation of 
management through all phases of production and sales. 

Frank Maconi, vice-president of Graton & Knight 
Company, outstanding producers of industrial leather 
products, in his discussion of the problem of “fringe” 
benefits, called upon industry to adopt a sound policy 
of employee re-education to combat “unwarranted and 
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costly demands, many of which have forced companies 
out of business and employees out of jobs.” The speaker 
said that “Strikes will continue to harass American in- 
dustry until workers realize for themselves that strikes 
rarely improve their long range job security or 
strengthen our democratic way of life that has produced 
for every American the highest standard of living on 
earth.” Referring to the fact that fringe benefits are 
now costing industry a “huge sum,” Mr. Maconi stated 
that as we approach a plateau where further direct wage 
increases are more difficult to obtain, industry will be 
subjected to increasing pressure for more fringe benefits 
and for liberalization of present benefits. 

James W. Knowles, director of retail sales, The 
Econometric Institute, Inc., New York, was the first 
speaker on the morning’s Consumer Demand Panel. 
He stated that the outlook for business in 1949 would 
be governed by the following four factors: (1) The 
volume of construction and capital goods activity; (2) 

[TURN TO PAGE 52. PLEASE] 
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At the pre-show din- 
ner meeting, Eugene 
Hardy, third from 
left, rear table, of 
Chilton Company’s 
Washington office, was 
the featured speaker. 
Next to him is Ed 
Spasek, associate edi- 
tor, Boot AND SHOE 
Recorper. Heading the 
center table is E, M. 
Cousins, execttive sec- 
retary of the South- 
eastern association. 


Prices Firm, Buying Moderate 
At Augusta Show 


A Record Attendance Highlights the Southeastern Shoe Travelers 


Spring Style Show at the Sheraton Bon Air Hotel 


A RECORD gathering of more than 2500 persons at- 
tended the Southeastern Shoe Travelers Spring Style 
Show at the Sheraton Bon Air Hotel, Augusta, Ga., from 
November 7-10. Approximately 490 lines were exhibited 
to buyers from eleven Southeastern states, from Virginia 
to Florida and Louisiana to Georgia. 

Prices remained firm with buying fluctuating from 
good to moderate. Exhibitors reporied that buyers were 
using more care and planning in their buying. Caution. 
which has been the attitude prevailing at other recent 
shows, was also manifested here. Filled inventories 
were given as one reason. But it was reported that 
orders were being received, even though many of them 
were on a hand-to-mouth basis. On the whole. it was 
believed that the conduct of business was reverting to 
_normal prewar operation. and this was considered to be 
a healthy action. 

The “new look” is not as popular in the South as it is 
elsewhere, but buyers from the larger cities were order- 
ing it, primarily in the classic opera pump. Comfort 
first, but comfort with style is the criterion in the South. 
Colors are important. Buyers reported that black patent, 
green calf and grey suedes were popular. with several 
stating that blue was in demand. Open shoes in sling 
pumps, open toes, and off-sides were favored choices. 
There is also a trend toward lower heels, which is an- 
other indication of the stress placed on comfort. Plat- 
forms don’t appear to have much of a market here. 
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Business was more active in the women’s and children’s 
lines than in the men’s lines. 

At a pre-show dinner meeting of officials and members 
of the Southeastern Shoe Travelers, Eugene J. Hardy. 
chief of Chilton Company’s Washington Bureau and 
writer of the Washington Newsreel column of Boot AND 
SHoE RECORDER, was the guest speaker. He was 
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A few of the buyers waiting in line to register for the show 
in the lobby of the hotel. 
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Spaciousness is the theme of the new Hess store. The lower level, with its playground slide, gift mart 
and barber shop, is a big attraction to children. The mezzanine provides pleasant surroundings for the 


shopping man and woman. 


New Hess Store 
Has Country Atmosphere 


The Out-of-Doors Is Brought Indoors in This Modern Store with a 
Country Flavor. Baltimore Firm Shows Value of Intelligent Design 


N. HESS’ SONS, INC., opened an 
unusual family shoe store at York 
Road and Belvedere Avenue, Balti- 
more, Md., in October. Despite an 
open-ng night rain, hundreds of peo- 
ple came to admire the latest in shoe 
store design and construction. 

The store is built on modern lines, 
but possesses a country atmosphere 
intended to harmonize with the in- 
formality of the suburban area in 
which it is located. The construc- 
tion is of buff brick, and a wide 
chimney with “Hess Shoes” in bold. 
block letters is a conspicuous, iden- 
tifying feature. 


' and Careful Planning 


The front entrance is made of 
glass which affords complete visibil- 
ity. The front is also marked by an 
extension of one side of the building 
into a wall which has an inset win- 
dow display, and so far as is known, 
the only “drinking bar for dogs” in 


From carriage lamp to chrome spot- 
lights. this store is a skillful blending 
of the new with the old. The front 
design is a permanent invitation to 


come in and shop. 


a shoe store, specialty of the house 
is Aqua Pura. 

The store is divided into three sec- 
tions: the street level shop with ac- 
cessor.es for all members of the 


family; a lower level section with 
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THE OPENING ORDER 















by 
EDWARD ROSE 





Joseph Works Out the First Order for His Prospective Shoe Store, 
and Mr. Hultz Gives Him Sage Advice 


“WELL, I’m ready to give my opening order,” Joseph 
said. 

“Good.” said Mr. Hultz. “We will proceed. Shall I 
get out sample styles so we can discuss them as you 
buy?” 

“That isn't necessary,” Joseph said. “I’ve been going 
through catalogues and I’ve cut out the styles I liked 
and pasted them into this notebook.” 

Mr. Hultz leafed through the notebook. “Very in- 
genious. I see that you are developing the rational 
method of thinking which is very necessary to success- 
ful retailing. Let us proceed.” 

“I have also,” Joseph said, “made up master size 
sheets so I'd have an idea what sizes and widths to 
order in each run and where to order the heaviest.” 

“Better and better yet.” 

“We'd talked about running our sizes from infants’ 
to size 5 in growing girls’. I’ve been thinking it over 
and decided . . . well, don’t you think I ought to run 
the growing girls’ to size 9 and the big boys’ to at least 
size 8? I mean, there’s plenty of children with big 
feet and why should I lose those extra sales?” 

“Are you asking me or telling me?” 

“Well, you’ve had a lot more experience in the busi- 


ness. You're an older man. . . I mean, you know. . .” 
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“Who's an old man?” Hultz demanded furiously. 
“Just because I have a grey hair or two? Why, I’m 
not even sixty-five yet. I’m young. I’m full of pep. 
I’ve got a full life ahead of me. Who’s an old man?” 

“I’m sorry,” Joseph said humbly. “I didn’t mean 
Rane 

“Sorry, sorry, forget it,” Hultz snapped. “And re- 
member, stop asking me what to do all the time. You've 
been working here long enough to know what sizes sell 
and what sizes don’t sell. You're old enough to know 
what you want without always asking my advice. If I 
was a salesman and you kept asking me for advice, 
what would I tell you, what’s best for you or what’s 
best for me?” 

“But it doesn’t do any harm to ask for advice,” 
Joseph said. “A man can’t live alone in this world. 
Ji doesn’t do any harm to find out what somebody 
thinks if you make your own decisions in the end.” 

“So you're talking back now,” Hultz said. “Good. 
You're developing a backbone. Let’s get on with this 
size business.” 

“All right, I'll run the growing girls’ shoes up to 
size 9 and the boys’ shoes up to size 8,” Joseph said 
grimly. 

[TURN TO PAGE 66, PLEASE] 
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Four Departments 
Feature Shoes 


Right: Popular priced mer- 
chandise is featured in the 
attractive basement women’s 
shoe department. Note the 
large amount of display 

space available. 


Above: This is a view of the 

women’s and children’s depart- 

ments located in the basement. 

Capacity of the entire department 
is 106 customers. 


F OLEY’s oi Houston, Texas, whose modern new store 
has attracted nationwide publicity, has four women’s 
and children’s shoe departments under the operation of 
Wohl Shoe Company of St. Louis who have been asso- 
ciated with Foley’s for the past fifteen years. 

On the main floor of the new store a 104-chair wo- 
men’s shoe department features nationally advertised 
lines of shoes. This department, which is stragetically 
located for main floor traffic, follows the attractive store 
design and furnishings. 

Leland Meyer, manager of this department, has a 
background of many years in the shoe business and has 
been manager of the second floor shoe department in 
the old Foley’s store for the past four years. 

The women’s shoe department in the basement, fea- 
turing popular price merchandise, has as its manager 
Jack Freeman. This basement department, which also 
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Above: The main floor wo- 

men’s department is stra- 

tegically located for main 

floor traffic. This depart- 

ment can seat 104 customers 
at one time. 


Left, below: Chil- 
dren’s shoe depart- 
ment located on 
the second floor of 
the store _ uses 
candy-striped arch- 
ways for a juve- 
nile atmosphere. 


includes a children’s shoe department, has facilities 
for seating 106 customers. 

A children’s shoe department located on the second 
floor, featuring nationally advertised lines of children’s 
shoes, has 90 chairs and the most modern scientific 
fitting equipment which includes a specially built posture 
platform and X-ray machine. Leonard Edwards is 
manager-of this department. 

When Foley’s held a gala opening a year ago, in 
attendance were David P. Wohl, president of Wohl 
Shoe Company, and Milton Frank, executive vice- 
president. Also present from the Wohl organization 
were Robert Gandal and Robert Evans, merchandise 
managers of the Foley’s women’s shoe departments and 
Sam Lawson and Thomas Cornish who merchandise the 
children’s shoe departments. 
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Farm prices; (3) Governmental expen- 
ditures; and (4) Monetary and fiscal 
policies. The net effect of these factors 
for 1949 indicates a weakness in the 
economic picture for 1949, Mr. Knowles 
concluded, “but no serious depression 
and with a high level of activity in the 
economy as a whole.” Discussing con- 
sumer expenditures for shoes, he said 
that such expenditures in 1946 and 1947 
were far higher than indicated by con- 
sumer income and population due to 
deferred demand and the sudden re- 
lease from rationing. Expenditures for 
footwear in 1948, he continued, while 
slightly higher than in 1947 have been 
more nearly in line with the normal due 
to increases in income and population. 
“We expect a further return toward a 
normal situation in 1949, with a result 
that consumers’ expenditures on shoes 
would be but little different from that 
of this year, in spite of high income and 
an increase in population.” 

Robert C. Shook, vice-president of the 
International Statistical Bureau, New 
York, the second speaker of the Con- 
sumer Demand Panel, warned that the 
cautious buying policy followed by re- 
tailers for some time past will continue 
until greater confidence in the long term 
price outlook is assured. “At least a 
moderate recession in prices is overdue,” 
he said, and “until it comes, the leather 
producing and consuming industries 
will be operating under conditions where 
unit volume will be at a disadvantage.” 
Supplementing his belief that nothing 
would happen in 1949 to bring about a 
relaxation in retailers’ cautious buying 
policies, Mr. Shook stated that further 
inflation would be likely to induce 
greater caution while if a deflationary 
trend occurs, caution would certainly 
prevail until the trend was completed. 

Leif €. Kronen, of the Council’s 


Fificient Operation Depends on Profit 
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staff, chairman of the Demand Panel, 
commented upon the indicated demand 
for footwear in the light of consumer 
income developments and the average 
price level for shoes. Using the most 
current information available for these 
two factors he expressed the opinion 
that the theoretical rate of U. S. shoe 
consumption would be approximately 
450 million pairs annually although the 
actual rate of retail sales this year will 
probably be slightly lower than last 
year’s total of 440 million pairs. Vari- 
ous factors “partially invalidate” the 
theoretical demand rate, he added. For 
example, demands upon consumer bud- 
gets as a result of high food costs may 
result in some postponement of con- 
sumer buying of shoes. If such demands 
force every third person in the United 
States to postpone his shoe buying for 
one month and thus get by with one 
pair of shoes every five months instead 
of every four months, he said, retail 
sales would be reduced by a “staggering 
29,200,000 pairs annually.” 

Nathaniel Knowles, director of pro- 
gramming, Economic Cooperation Ad- 
ministration, Washington, described the 
objectives of ECA and the machinery 
under which it operates. He emphasized 
that “ECA is not a relief organization.” 
While some of the supplies being sent 
to European countries are of the relief 
type, he said, the purpose of ECA is to 
supply materials “to help the Europeans 
to help themselves back to self-suffici- 
ency.” Discussing the importance of 
proper safeguards on over-all purchases 
by ECA countries and their inventory 
position as well as over spending of 
ECA funds, Mr. Knowles said that “it 
would be idle to police what happens to 
our dollars if their own (participating 
nation’s) resources are diverted to un- 
wise uses.” In summary the speaker 






said that in the Marshall Plan we are 
witnessing “a remarkable bid of the 
democratic peoples of the United States 
to assume world leadership.” 

Julius G. Schnitzer, chief of the Tex- 
tile and Leather Division, Office of In- 
ternational Trade, Department of Com- 
merce, reported on his observations of 
conditions in Germany on the occasion 
of his recent visit there. He expressed 
the opinion that much progress had been 
made since May of 1947 in the rehabili- 
tation of the economy. Speaking of 
hide and skin supplies there, he said 
that there had been a drop in domestic 
production of these raw materials and 
no improvement was noticeable over 
conditions sixteen months earlier. In 
addition to lower production of hides 
and skins, Mr. Schnitzer noted a marked 
deterioration in quality. Commenting 
upon the footwear situation in Germany, 
he said that retail stocks were low and 
composed largely of nonleather mate- 
rials similar in many respects to the 
“nonrationed” shoes seen in the United 
States during the war. Shoe prices are 
extremely high, he reported, a pair of 
shoes costing the equivalent of one-half 
week’s pay for the average German 
worker. 

At the election of officers held during 
this meeting, Sherwood B. Gay was re- 
elected president, Irving R. Glass, re- 
elected executive vice-president, and J. 
Louis Nelson, re-elected sceretary. A 
new officer is William F. Schumann, 
Jr., Who was elected treasurer. Direc- 
tors at large elected for a three-year 
term, are Paul Legallet, Jr., Michael F. 
Flynn, Frank Belz, Silas B. Foot, Carl 
F. Danner, and Burch Velsor. F. H. 
Becker was elected for two years to fill 
the term of Edwin A. Gallun, who be- 
comes divisional director. 





Delicate and 
Intricate 
[CONTINUED FROM PAGE 43] 


and all combine to incrust the slender 
high heel. One pink and one pale blue 
strap, %-inch wide, tie together around 
the ankle. 

These several examples of intricate 
work go to show how involved designs 
already are. They point up the trend 
to multiplication of straps, and to 
greater ingenuity in weaving them in 
and out. However much such strap- 


pings are laced and interlaced, they are 
kept thin and delicate, and are superbly 
worked. Ingenuity of this sort reaches 
its climax in the evening sandal. 
Casale, in his smart new shop on the 
Faubourg St. Honoré, is showing sun- 
dry models decorated with passemente- 
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rie braids. These are veritable fan- 
tasies. A classic black suede pump is 
rimmed all around the top with a fancy 
black braid about a half-inch wide. 
Buckles are suggested by medallions of 
passementerie braid fronting stepins. 
For one black suede model, the medal- 
lion is flashed up with jet; for another, 
the medallion supports four or five 
swinging black silk tassels. 

This house is featuring several step- 
ins that are higher on one side than on 
the other; that is, the right shoe is an 
inch higher on its left side, and vice 
versa for the left shoe. A specialty at 
Casale is his little gaiter or spat in 
checked or plaid wool, very chic for 
wear with tailored suits in gray or 
brown. The gaiter ties in a saucy knot 
at the ankle, and has an elastic strap 
that snap-fastens under the arch of the 
shoe. Garter elastic is used for inside 
reinforcement. 





New Children’s Store 
Opened in Detroit 


DETROIT—A new juvenile shoe store, 
Herbert’s, was opened recently in one 
of Detroit’s fastest growing northwest- 
ern shopping centers at 19201 Livernois 
Road by Herbert Bleiberg. The store 
carries children’s and teen-age lines, 
and caters strictly to the young crowd. 
It is laid out in light modernistic tones, 
with a predominant color scheme of 
chartreuse and flamingo. 


Mr. Bleiberg has been in the shoe 
business about twenty-five years, and 
was formerly with the A. S. Beck Co., 
in New York City. He has been with 
Beck, Wise, and Mary Jane stores in 
Detroit for a number of years as a 
store manager. Mrs. Bleiberg is as- 
sisting in the operation of the store. 
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For the volume field we offer Primo in 
white and colors. A corrected grain elk-type 
_ leather, it is outstanding for character, wear 
my and cutting figures. 
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by EDWARD SPASEK 


$ ALES WILL BE GOOD for the rest 
of the year despite growing consumer 
resistance, a recent issue of Business 
Week reports. Retail merchants be- 
lieve that, but Business Week points 
out that several factors will make it 
harder for the merchants to achieve 
their goal: “Increasing consumer re- 
sistance to high prices. This has 
shown up in selective purchasing. Con- 
sumers know exactly what they want 
and won't accept anything else or they 
shop around plenty before buying. 
The tendency to spend ‘a few dollars 
more’ for a fancier product is disap- 
pearing steadily. .. .” In the same 
issue it is revealed that retail sales 
for the first seven months of 1948 
totaled $72 billion: for the same pe- 
riod last year, sales totaled $64 billion. 
Retailers of non-durable goods care- 
fully keep stocks in line with sales, 
and have avoided large inventories, it 
is their opinion. 
= * = 


Ou, TO BE A BRICKLAYER. The 
New York Supreme Court recently 
ruled that $27 a day is a proper wage 
for a bricklayer! 


SEPTEMBER SHOE PRODUC- 
TION, estimated at 42.600,000 pair= 
by Tanners Council, with October esti- 
mated to reach 40 million pairs. This 
brings total production to date to 
393,513,000 pairs. The average value 
per pair of shoes shipped in August 
was $3.77. 
* = * 

PROBLEMS WHICH BUSINESS 
WILL HAVE TO FACE in the period 
ahead are, according to Henry H. 
Heimann, executive manager of the 
National Association of Credit Men: 
“(1) High break-even levels caused 
by wartime overhead and increased 
costs. (2) Danger of serious loss due 
to inflated prices on inventories. (3) 
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Pertinent Paragraphs on Business Progress, 
Shoewise and Otherwise 


Danger of increases in bad debt losses. 
(4) .Tax charges for both city, state 
and federal governments will be 
higher for years ahead. (5) Difficulty 
of the average business to produce 
capital needed to finance the installa- 
tion of modern machinery and equip- 
ment. (6) How will business meet the 
future situation when our gratuitous 
shipments abroad are reduced? (7) 
How will the probable reduction in 
federal subsidies affect marketing and 
distribution policies?” In conclusion, 
Mr. Heimann suggests, “Each _busi- 
ness should establish an executive 
committee to plan a program looking 
tuward the solution of these problems. 
It is one of the most important things 


that business must do.” 
* * = 


Must READING are two books on 
how to be successful in business. The 
first is Problems of Small Business 
by Dr. A. D. H. Kaplan, who has 
taken part in CED’s (Committee for 
Economic Development) investigations 
of businesses. Mr. Kaplan says. 
“Small business has three chief ail- 
ments: First of all, it lacks good man- 
agement. Secondly, it needs more 
equity capital. And finally, it de- 
serves a better break from Uncle 
Sam’s tax collectors.” He concludes 
that small businesses must be encour- 
aged. because they are important to 
a healthy economy. 

The other book is How to Use Your 
Imagination and Make Money, by 
James D. Woolf and Charles B. Roth. 
The authors claim that imagination 
end information are the important 
elements for business success. The 
book has many examples of how ideas 
produced new enterprises, how ailing 
businesses can be cured. and how 
imagination works miracles in selling 
and advertising. Mr. Woolf was a 
vice-president and director of J. Walter 
Thompson Co. for 30 years, and Mr. 


Reth is head of his own firm of public 
relations counselors and a nationally 
recognized authority in salesmanship. 


REMINDS US OF AN EDITORIAL 
which appeared in Sales Management 
titled Are You ‘Too Busy to Read?’ 
These are a few of the thoughts in 
that important editorial: “What a man 
chooses to read is his own business. 
But if he doesn’t consciously read for 
profit or self-education, how can he 
make well-informed business judg- 
ments and keep pace with a changing 
world? Because your interests are 
so varied, we wouldn’t attempt to give 
you an exact ‘reading prescription.’ 
However, we believe that, in addition 
to your ‘must’ list of one or two pro- 
fessional sales and advertising jour- 
nals and the best-edited business 
papers in your industry (italics ours) 

. you should consider these sug- 
gestions: 

“(1) Selective reading in one or 
two good newspapers. (2) At least 
one outstanding magazine on national 
and international affairs. (3) At least 
one good business service report. And 
(4) the best of bothgnew and old 
books on economics, marketing. public 
speaking, personality improvement. 
leadership and practical psychology. 
The essence of the matter is this: The 
successful reader-for-profit reads with 
a definite point of view. He constantly 
asks himself, as he reads: ‘What is 
the meaning of this to me in my own 
business? How can I apply it?’” 

In this day of tremendous competi- 
tion and complex economy. this is 
advice to be heeded. 

* = * 


AN ALL-MEDIA NATIONAL AD. 
VERTISING CAMPAIGN for a better 
understanding of the American eco- 
nomic system has been launched by 

[TURN TO PAGE 78. PLEASE! 
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@ These silent salesmen under glass want a job in your Fortune store. They'll 
work hard for you day and night throughout spring and summer, 1949. Behind your 
- plate glass window they will invite every passerby into your store for a pair of 
your Fortune shoes. They'll pay their own way many times over out of the extra ( WMC 
profits you will receive from the customers they send to you. Whether you are in a "SHOES FOR MEN 
big town or a little town, these salesmen under glass will be profitable additions to your sales 
organization. For complete information on Fortune spring styles to retail at $8.95 and $9.95 
and the Fortune plan to build your sales and profits, write today, to: 


Richland-Davidson Shoe Company, Division General Shoe Corporation, Nashville, Tenn. 
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BUSINESS OFF 
IN NEW YORK 


New YORK retailers report “poor to 
fair” as the condition of business dur- 
ing the early part of last month. One 
merchant called the situation “tough,” 
and most of them gave the main rea- 
son as a general slowing down in con- 
sumer purchasing. A few named un- 
seasonable weather as one cause of 
this condition, but most admitted that 
it was primarily due to a consumer re- 
sistance to buying. 

Whatever selling was done was 
largely in classic or staple types, many 
merchants, even high style ones, re- 
port. Opera pumps continue to take 
a great deal of business. Strap shoes 
are also selling. A conservative store 
reports good business in a three-strap 
buckle shoe on 18/8 heel. This heel 
height is the best selling in a number 
of stores. The 16/8 is also a very 
popular height. Flats continue to sell 
well, from 5/8 up, with the very low 
heels selling in casual and young 
shoes. 

Black suede continues to outsell all 
other colors and leathers. Navy blue 
is still important. Reports on brown 
vary in different stores; some say that 
it is selling well; others that it is “dis- 
appointing.” One Fifth Avenue store. 
which has specialized in cobra shoes 
and matching accessories in bright 
colors, reports continued good busi- 
ness in these. 

In some stores the men’s business 
shows better figures during the past 
month than does the women’s. Staple 
and town types are selling at this time. 
One store reports the demand for 
blucher oxfords. 

# * * 


ST. LOUIS BUYERS 
IN CAUTIOUS MOOD 


C AUTION continues to dictate the 
tempo of buying of St. Louis shoe buy- 
ers ‘n their rather limited activity, to 
date, of stocking up for next Spring. 
Buyérs in the larger departments have 
been keeping a careful tab on cus- 
tomer reaction to style and price dur- 
ing the month just closed before mak- 
ing a very deep inroad into their com- 
mitments for Spring. Many of them 
will continue the check during early 
December, before attempting to decide 
how to split up their purchases be- 
tween casual shoes and style merchan- 
dise. 
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Resistance, it appears, is being felt 
in all price brackets here, at any rate 
in some retail outlets. The sale of 
casuals has softened to some extent 
the reluctance of women to purchase 
footwear, retailers report, and the in- 
troduction of lower priced patterns by 
manufacturers also has helped. Since 
inventories are high, however, and the 
customer is growing more and more 
selective, buyers point out that they 
do not intend to commit themselves 
heavily in an early rush to stock up 
for Spring. 

Most of the buying which has been 
accomplished to date has consisted of 
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Levy's of Jacksonville, Fia., used mir- 
ror frames to present their shoes in 
this interesting ad. 





basic patterns or perennial merchan- 
dise. Because of the anticipated high- 
ly competitive situation at the retail 
level next Spring, some buyers men- 
tion that they not only have not done 
much buying to date, but that they are 
not just sure where they will do the 
bulk of their buying. A number of 
them have indicated that they may do 
considerably more shopping around 
than has been their habit in the past; 
there is a good possibility that some 
may make volume purchases from new 
sources. 

A spot-check of buyers here during 
mid-November indicates that whatever 
decision eventually is reached on the 
percentage of purchases of casuals as 
opposed to higher priced style shoes, 
casuals will play an important part in 


their plans for Spring. 
= * * 


SALES LEVEL SATISFACTORY 
ON WEST COAST 


FALL sales in San Francisco have 
been continuing at ‘a very satisfactory 
rate, according to reports from most 
shoe retailers. Some say that sales are 
a little lower than last year, but are 
better than had been anticipated. Sev- 
eral factors have contributed to the 
good sales volume: employment is 
keeping up at a high level with very 
few out of work who really wish to get 
jobs; the good weather has been 
conducive to shopping; and a general 
optimistic feeling seems to have fore- 
stalled any tendency toward cautious 
buying. 

The greatest demand still is for 
black and brown suede, with black, 
blue and brown kid running a close 
second. Novelty numbers and dress 
shoes in the higher price brackets are 
also going well in some stores catering 
to the exclusive trade. The Fall and 
Winter social season is in full swing, 
causing a good demand for operas and 
sling pumps. 

With the first snows falling in the 
Sierras, the Market Street stores are 
bringing out their ski shoes and start- 
ing to feature them in both their ad- 
vertising and window displays. Prices 
on the ski boots range from $12.95 to 
$22.95. 

Christmas promotions are now start- 
ing with slippers, hose, bags and ac- 
cessories featured prominently. The 
indications are that advertising will be 
somewhat heavier from now until the 
end of the year as most merchants 
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have their stockrooms well filled with 
merchandise which they are planning 


to dispose of. 
* * ~ 


COLOR IMPORTANT IN 
CHICAGO PROMOTIONS 


CoLor in shoes and coordinated ac- 
cessories has been important in Chi- 
cago promotions, advertisements, and 
displays during recent weeks. Al- 
though black suede remains the num- 
ber one seller, blues, greens, browns, 
grey, and a few reds are selling at a 
good pace. Velvet is getting good 
response when shown in coordination 
with other accessories. Matching bag 
and shoe combinations in lizard, alli- 
gator, and other reptiles are selling 





well in salon-type stores. 

Chicago stores carried their special 
shoe windows, displays, and promo- 
tions prepared for the National Shoe 
Fair well into November. Retail shoe 
advertising for that special event 
reached an all-time high for any sin- 
gle day’s lineage of shoes in the Chi- 
cago Tribune. Nearly eleven full 
peges were carried in the paper on the 
opening day of the event. 

The Fair store carried three full 
pages of advertising referred to as 
“The Shoe Show of The Fair.” Car- 
son, Pirie, Scott & Co. featured a 
wardrobe of shoes in a full-page ad- 
vertisement and O’Connor & Goldberg 
used the same amount of space for a 
wide selection of styles. Maurice L. 
Rothschild and Florsheim Shoes also 
devoted full pages to men’s shoes. 

Other special Shoe Fair advertise- 
ments were carried by the Walton 
Shoe Salon, Wolock & Bauer, Chas. A. 
Stevens & Co., and Lytton’s. Gold- 
blatt’s continued its custom of devot- 
ing a major portion of its State Street 
shoes to displays of all brands carried 
in the store, including four for women, 
two for children, and two for men. 

The official Christmas opening on 
State Street on Saturday, November 
13, also saw the beginning of concen- 
trated slipper advertising, among the 
department stores particularly. Al- 
though promotions have begun early, 
most shoe retailers expect Christmas 
buying im volume to begin later this 
year than it has in many seasons. 


"round the clock 
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"O-G Shoes ‘Round the Clock" were 
illustrated in this attractive fashion 
by O'Connor & Goldberg, Chicago. 





SALES DOMINATE RETAIL 
ACTIVITY IN BOSTON 


ALTHOUGH there is an early de- 
mand for rubbers, overshoes and rub- 
ber boots, probably stimulated by a 
vivid recollection of the 105 inches of 
snow which began to accumulate in 
the Boston trading area beginning late 
in November 1947, retail shoe stores 
ard shoe departments, with some few 
exceptions, report dollar volume in 
other types of footwear below that of 
the same period last year. 

Exceptions noted include two or 
three stores which have definitely 
abandoned the idea, at least pro tem. 
of relying for volume on their regular 
lines and regular type of customer 
and have gone in for a series of pro- 
motions, offering small lots, mostly of 
specialty types, which they have been 
able to buy at a lower-than-market 
price. 

Inventories. it is reported on every 
hand, are still high, and stores are ad- 
mittedly having trouble getting them 
dcwn to a level at which they feel 
comfortable. 

The Arlace store on Tremont Street, 
during the week following Armistice 
Day, placed on sale at $3.98 approxi- 
mately ten different styles of low- 
heeled shoes for younger women. 
Wedge heels and low Cubans were in- 
cluded, mostly in black suede and 
black smooth leathers, although there 
were a few in red and in green. 


Barclay’s much higher grade store 
nearby offered values up to $12.95 at 
a flat price of $5.99, all styles which 
have sold well during the earlier part 
of the Fall. 

The Thayer McNeil store, one of 
the highest grade and best known in 
New England, has been offering an 
approximate 20 per cent reduction on 
a long line of ankle straps, pump pat 
terns and sling backs in black sueds 
and black smooth leathers. Former 
$12.95 sellers were offered following 
November 11 at $9.95; $16.95 values 
went for $13.95; $18.95 styles sold for 
$14.75; and $19.95 footwear for 
$35.95. 

Slippers, too, are a consumer buy 
in early pre-Christmas promotions. 
They are appearing in newly trimmed 
windows in many stores, some even 
with the familiar gift certificate. Not- 
able among these promotions was one 
held recently by Filene’s which, in its 
Little Shoe Shop on the street level, 
offered a wide variety in color, at least, 
at two prices—$1.99 and $2.99. 

The trend among thoughtful mer- 
chants is to return to what they call 
the 1940 basis of doing business. In 
effect, this means that they are ridding 
their stocks as quickly as possible of 
all styles and types which war and 
immediate postwar conditions forced 
them to buy in order to maintain dol- 


lar volume, and plan to serve the type 
of repeat customers who contributed 
most of their volume in prewar years. 

Instances of this are the two Walk- 
Over stores here, one on Tremont and 
the other on Washington Street; and 
the Solby-Bayes store, also on Tremont 
Street. The former stores are pushing 
what is advertised as “Half-Hite 
Heels,” ranging from 13/8 up. and 
definitely designed to appeal primar- 
ily to the middle-of-the-road customers 
who have previously furnished them 
with the bulk of their business. Solby- 
Bayes is concentrating on an even 
wider range of sizes and widths than 
this firm has had in the past and ex- 
pects to extend further its reputation 
for correct fitting of practically every 


foot which enters the store. 
* * * 


BLACK SUEDE OPERA 
WANTED IN BALTIMORE 


ONE of the best selling items in Balti- 
more stores for the period up to the 
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‘ The Heart of Shoe Goring is the quality of 
| its elastic thread and yarn. Shoe Goring is 
\ used to make good shoes fit individual feet 
with snug flexibility. 
To the active young sportswoman of today, 
shoe goring built-in at all vital points means 
the solution to her fitting problems . . . 
She relies upon YOU to provide her with 
stylish, snug, flexible comfort-fit for active 
foot freedom. 


— Use only gorings made of Fulflex — 


The Quality Elastic Thread and Yarn 


@® Carr- Fulflex:. 


BRISTOL, RHODE ISLAND 
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middle of November was the black 
suede opera pump with closed toe and 
heel. Brown suede and blue in the 
same material followed in preference 
in the order named. While calf shoes 
sold steadily, they were preferred 
either in afternoon types and casuals 
rather than in high style treatments. 
Alligators and doeskins, also, came in 
for their share of popularity. 

One store reported many calls for 
wine and mulberry. Since it had not 
expected much of a response to this 
color for Fall, the buyers failed to 
stock in adequate numbers, so were 
unable to meet the demand. 

There was still resistance to the 
closed look in one store, except for 
this treatment in the case of two name 
brands. 





Cut-steel buckles and tiny jet-black 
beads were creeping up in favor. 
These were found nestling over the 
insteps of the classic, closed-type 
black and brown suede pump. Meet- 
ing the public in newspaper display 
and windows, their response was good. 
and they seem to be gaining steady 
ground here. 

= = * 


BUSINESS QUIET IN MIAMI 


THE shoe business in Miami has been 
rather quiet this past month. It is 
the lull before the storm, the waiting 
period when Winter visitors have net 
yet arrived and local trade is waiting 
fer the new styles which will come 
forth after the first of the year. Be- 
cause of the election, visitors and 
Winter residents did not arrive as 
early as usual. 

Black suede continues to be in the 
lead. It is ahead of sales of all other 
materials in many of the better shops, 
as well as in the popular price chain 
stores. 

Many stores are reporting increas- 
ing activity in reptiles. The colored 
skins, especially with matching bags. 
are available in all styles and are 
wanted for wear with pastels; later 
on it is expected there will be in- 
creased activity in this line. 

There is a slow movement toward 
higher back treatment—flared points. 
ankle straps and novelty cutout work 
on heels. It is all part of the prevail- 
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ing fashion story, a continuous back 
treatment from head to toe. 

No dealer here as yet is prepared 
to commit himself on the outcome of 
the bronze shoe. Many of them are 
showing a few models, but not in any 
way comparable to the wide spread 
of gold shoes of a year ago. How- 
ever, there is this point to watch: a 
number of the more exclusive dress 
shops are underscoring bronze beads 
as a fashion highlight. It may indi- 
cate that the bronze shoe will soon 
follow. 

All shops have started to push slip- 
pers and boudoir shoes. There is a 
movement to stress the need of a lei- 
sure time wardrobe with plenty of 
gowns and matching slippers. It all 
fits into the Victorian picture which 
has been in evidence for the past few 
months. 

Beading is quite important in all 
types of dress, and is being followed 
in shoe decorations. Closed toe 
models are having a nice play. The 
classic pump with deep V-throat is 


popular. 
zs 8 © 


SALES UP IN 
NEBRASKA STORES 


Aut types of casuals, plenty of blue 
and sandalized styles in women’s dress 
shoes, more color in children’s shoes, 
and continued stocking of the heavy- 
sole and lug-type shoes for men, figure 
importantly in the plans of shoe buy- 
ers in Lincoln, Neb., for Spring. Most 





the metropolitan 
he bast shoes you cam buy are the best bay! 
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Another picture frame idea was used 
in presenting style shoes by The 
Metropolitan in Dayton, O. 


cf them figure that sales for the first 
quarter should be at least up to last 
year’s figures, and probably five to 10 
per cent ahead in women’s and chil- 
dren’s lines. 

Three out of four buyers said cur- 
rent sales were running ahead of last 
year by eight to 15 per cent, while a 
fourth admitted that October and No- 
vember sales were below a year ago, 
although a fair net profit was taken 
nevertheless. He said it was the first 
time since the war that men’s shoes 
had failed to outsell the corresponding 
period of the preceding year. 

Buyers were agreed that women’s 
casuals would continue in strong de- 
mand for Spring. One buyer who 
ordered 1,000 pairs of casuals from 
one resource, however, said he be- 
lieved he would cut it to 700, or about 
even with last year’s order. Sandals, 
saddle oxfords and low-heel pump 
styles which were in heavy demand 
this Fall, are expected to be good in 
the Spring. 

Buyers also agreed that the bulk of 
the selling will continue to be in the 
open-type shoes. Sandalized dress 
shoes are gaining in popularity along 
with the medium heel, but ankle straps 
are “out,” at least in one big buyer’s 








opinion. “New Look” shoes with the 
high French toe and heel have failed 
to catch on in Nebraska. and buyers 
don’t believe they will “make the 
grade.” 

Blue is expected to be best seller 
next Spring, excepting. of course. 
black, which buyers anticipate will 
maintain its first place through con- 
tinued heavy demand for black calf 
and patent. One buyer placed green 
second to blue for Spring preference. 
followed by red, cocoa and shades of 
brown. Another buyer. however, ex- 
pects best colors to be black, grey. 
green. in that order. with red drop- 
ping out of the picture. 

Stocks were reported to be heavier 
than a year ago in most stores, par- 
ticularly the larger departments where 
complete size range is a matter of 
store policy. Consumer resistance to 
price was said to be increasing, with 
the most noticeable point of resistance 
ranging from $13 to $17.50 and $20, 
in women’s shoes. 
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Shoes in the News 


THE Italian shoe industry is coming up with some note- 
worthy style creations, witness the two models shown here- 
with. Shoes for all types of occasions are being produced 


Black lace booties, cuffed 

and fastened with ties, de- 

signed for cocktail wear by 

Ferragamo. Shoe is called 
“The Hive.” 





by Italian craftsmen, and it is not unlikely that some of 
their ideas and treatments will be incorporated into shoes 
manufactured in this country. Although some of these 


Suggesting Eskimo shoes are 
these house slippers of 
brown suede lined with cat 
fur. Produced by Nice, an 


artisan of Palermo, Sicily. 





treatments seem rather extreme when regarded from the 
standpoint of American tastes, adaptations may modify 
them into popular American styles. 





Business Uncertainty in Detroit 


MARKED business uncertainty was characteristic of the 
Detroit market, with a surprising percentage of merchants, 
including department and specialty stores and neighbor- 
hood merchants as well, reporting volume down from a year 
ago, in both pairage and dollars. Considerable numbers 
of work stoppages, including major industrial layoffs for 
inventory purposes and because of short supply of mate- 
rials were held responsible. 

The fashion picture was very obscure this month, with 
little in the way of definite trends observable. This was 
probably a reflection of the general buying uncertainty, but 
may also be due in part to some reluctance, in the women’s 
field, to buy extensively until the general fashion picture 
has become more settled. Early publicity that the “new 
look” was already old-fashioned has caused some slow up 
of buying in the semi-style field, for instance. With volume 
itself uncertain. the scope for choice has been restricted, 
with standard lines benefiting. 

Typically, Russek’s, catering to the better price field, has 
not found any outstanding preference. Buyer Joseph Good- 
man reported favor about equally divided among opera 
pumps, straps. and casuals. In colors black and brown 
predominated, with blue following, and a little grey coming 
back into interest. 

The “waiting” attitude is reflected to some degree in the 
general tameness of store promotions at this period. As one 
buyer expressed it, “When you're selling only opera pumps, 
there’s nothing exciting about selling shoes.” 

Store inventories appear to be fairly complete, with ade- 

[TURN TO PAGE 68, PLEASE} 
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PRUMEX 


BEAUTIFIES your store! 
MULTIPLIES your sales! 


@ Conceived by foremost cabinet 
designers—created out of rare 
hardwoods, plastics and gleaming 
metal, PRIMEX SHOE FITTERS add 
much to modern store beauty, 
yet their compact size requires 
the minimum floor space. 
MORE IMPORTANT, the many 
mechanical improvements 
enable your salesmen to sell 
more shoes, faster, easier. 
PRIMEX comes in a variety of 
harmonizing woods and styles. 


Write for full particulars. 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maz WUT thy and Markets 


Chicago 


With the National Shoe Fair establishing a reasonable 
indication of style trends and preferences, Chicago shoe fac- 
tories are beginning to settle down to concentrated produc- 
tion of Spring shoes. Although business written at the Fair 
was not up to expectations in some quarters. it was sufh- 
cient to keep factories on practically the same production 
basis upon which they have operated for the past six 
months. This was particularly true of the established 
quality lines. 

Introduction of casuals into lines for the first time was 
well accepted even in the higher price brackets, indicating 
that casual styles will account for a good share of sales 
volume next Spring. In some firms production of casuals 
represents a complete new departure in styling, methods of 
manufacture, and in actual merchandising. Medium heel 
shoes represent the volume production for the time being. 
and the “suit” shoe with either box or soft toe will be one 
of the top early sellers. Crepe soles were in heavy demand 
by merchants in all price brackets and are expected to 
show an increasing popularity. 

Resort shoes are receiving first attention in some quar- 
ters, with a big demand for the light tan, yellow. and beige 
shades. Opened-up pump styles, in particular, have been 
preferred by most of the Southern accounts, but Eastern 
and Midwest retailers have swung to the closed-up types, it 
is reported. 

Local manufacturers are becoming aware of the increas- 
ing importance of in-stock departments. The prediction is 
that in-stock departments will be re-established in all major 
factories by Spring of 1949. A few houses are still operat- 
ing on an order basis only. However, they are under con- 
siderable pressure by their accounts for service on small 
fill-in orders. A tendency of department stores in particular 
to keep closer inventories will force the issue in most in- 
stances. 


New England 


ALtHoucH business has been far from active in most 
segments of the New England shoe manufacturing industry. 
there are strong hopes that, when the results of the Popular 
Price Shoe Show of America have been totaled, it will be 
apparent that while fewer styles may have been bought, 
volume buyers have no intention of going into the Spring 
season with inadequate size runs. As a matter of fact, the 
volume end of the industry. largely centered here, has not 
been doing too badly to date, though the tendency has been 
for retailers to buy more frequently and in smaller quanti- 
ties than in the past few years. Also, a few tentative orders 
have been placed by mail order houses and chains with the 
expectation that final confirmation would be made during 
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the show just entering its closing days at the Hotel Com- 
modore in New York. 

Factories making medium grade women’s shoes have not 
fared so well, although those with stock departments, natu- 
rally. have been shipping shoes to replace those sold at 
retail during the late Fall. A few report that orders for 
Spring delivery booked at the numerous shows held by 
shoe travelers’ associations in various parts of the country, 
while not large insofar as any one show is concerned, have 
given them in the aggregate a backlog of at least fair 
proportions because of their number. New types of casuals 
are being nibbled at in an encouraging manner. 

Manufacturers of children’s shoes continue to benefit by 
the increase in the birth rate and the growing realization 
on the part of parents that good shoes, correctly fitted, are 
tremendously important during the child’s formative years. 


St. Louis 


MANUFACTURERS here anticipate a healthy business 
in Spring shoes, despite the lightness of orders at the 
Shoe Fair and the apparent intent of smaller retailers over 
the nation to hold off on the bulk of their Spring buying 
until a later period. With the national income at an all- 
time high, they point out. and an anticipated farm income 
greater next year than this. there should be a lusty demand 
for Spring shoes. 

Generally noncommittal on the recent election, the in- 
dustry here does feel. however. that many buyers did not 
want to commit themselves on Spring shoes until after 
November 2. regardless of what they may have expected 
to be the outcome. Some of the hesitancy of small buyers 
is believed to stem from retailer uncertainty over Spring 
style trends. Manufacturers have said in recent weeks 
that sales statistics indicate small buyers are waiting to 
see what percentage of style shoes as against casuals the 
major department stores are stocking before making major 
commitments for the Spring season. 

Industry spokesmen explain, however, that even the 
larger departments and stores have been slow in placing 
orders. with the result that November orders for Spring. 
1948, have not started with the hoped-for gusto. Neverthe- 
less, the early November production lull, normally expected 
at that time of the year, had lessened considerably as 
November moved into December. Women’s specialty manu- 
facturers in the month just closed devoted a part of their 
production to Fall shoe reorders, which helped to take up 
some of the slack. 

For the time being, at least, the level of prices appears 
to be static. Producers mention higher materials and labor 
costs as preventing lower prices. At the same time they 
emphasize that they are pursuing a continued effort to 
check increases. This policy is being carried out in the 
production of all types of shoes. 

[TURN TO PAGE 65, PLEASE! 
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New Hess Store Has Country Atmosphere 


babies’ and children’s shoes, has a 
Snippery, a barber shop for children, 
and a Gift Mart with children’s toys, 
books and games. The third section, 
the mezzanine, has women’s, teen-age, 
men’s and boys’ shoes. 

It is a store with unusual innovations. 
First, the building is a self-contained 
unit. It has an air-conditioning plant 
for the Summer, and an oil-burner for 
the Winter. Rest rooms are provided 
for the comfort of patrons. Pneumatic 
tubes for sales slips insure efficient and 
prompt handling of sales between the 
cashier’s desk and the various depart- 
ments. Servicing of stockrooms, of 
which there are an adequate number 
throughout the store, is expedited by a 
hand-lift in the rear which is eight 
feet wide. This giant-sized lift enables 
the clerks to sort out sizes for the mez- 
zanine level, and stack them accordingly 
before sending them up. Two outside 
show windows have automatic curtains 
operated by a pre-set time clock which 
closes the curtains and turns off the 
lights at 11 P. M. and opens them at 
10 in the morning. The marquee at the 
front of the store features a vertical 
dropping awning which is rolled out 
of its bottom edge when needed. 

The store is a clever combination of 
the efficiency of a department store 
and the simplicity of a small, informal 
store. 

Each department has its distinctive 


[CONTINUED FROM PAGE 49] 


color scheme. The ceilings are painted 
white, with indirect lighting achieved 
by inset spotlights. The street level 
floor has been laid in green asphalt, 
but the floors of the other departments 
are covered with neutral twill rugs. 
Liberal use has been made of shadow 
boxes, which are effectively colored 
and lighted, and additional touches of 
the country have been obtained by the 
use of boxes of fresh plants all over 
the store. 

The entrance to the children’s de- 
partment is highlighted by a small slide 
for children which draws them like a 
magnet to this section of the store. An 
X-ray machine and a large fitting plat- 
form insure proper fitting of shoes. A 
small section has been reserved at one 
side for three-year olds, where tall- 
fitting chairs make it easy to fit them. 
Park benches line either side of the de- 
partment and are covered with individ- 
ual, yellow leatherette seats. Entrance 
to the Kiddies’ Gift Mart and Snippery 
is marked by flanking yellow poles, one 
of which has the typical barber’s twisted 
red stripes. 

A wide, curving stairway leads to the 
mezzanine. The color scheme here is a 
combination of green, pink and maroon. 
The men’s and boys’ section is separated 
from the women’s section by a white- 
washed divider, serving as a large plant 
box and a display table on the men’s 
side. Park benches with maroon leath- 


erette seats, photos of English fox- 
hunting scenes, and whitewashed walls 
give the men’s section a definitely mas- 
culine feeling. The women’s side has 
the soft and cool colors of pink and 
green worked into leatherette settees. 
Green canvas chairs lined against the 
whitewashed divider are a tropical sug- 
gestion. Abundant use has been made 
of mirrors and open-ended shadow 
boxes. 

The architects, Tyler, Ketcham & 
Meyers, have successfully accomplished 
their aim of giving the store the infor- 
mal air of the country, for the store is 
spacious, colorful and, most important, 
inviting. 

The Hess stores are a well-known 
and long-established Baltimore insti- 
tution. The first Hess enterprise was 
started in 1873 when Nathan Hess 
established a factory making shoes for 
men. In the years between, the organ- 
ization expanded into women’s and chil- 
dren shoes, until now all lines are 
carried. George B. Hess, grandson of 
the founder, is president of the National 
Shoe Retailers’ Association. The open- 
ing of this new store carries on a 
fine family tradition. 

The store is managed by Harry 
Mitchell, who is assisted by Charles 
Volk, also manager of the women’s and 
teen-age department. J. Thomas Staton 
is manager of the men’s and boys’ de- 
partment. 





Prices Firm, 
Buying Moderate 
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introduced by Edward Spasek, associate 
editor of the ReEcorDER. Speaking 
before an audience of 500 persons, he 
said that he was optomistic about the 
shoe trade outlook in 1949, but that 
he didn’t expect any change in prices 
for the next six months. Among other 
things, he said, “Despite Mr. Truman’s 
pressure for price and ration controls, 
I do not believe there is much chance 
for anything in the way of major infla- 
tion controls since both parties are 
afraid of anything that may set in mo- 
tion a deflationary trend which could 
not be stopped once it got rolling.” 
Mr. Hardy anticipated that 1948 foot- 
wear production will be slightly less 
than 465 million pairs, and that retail 
sales, pairage-wise, will be about three 
per cent lower this year than in 1947. 
After the talk, at which Mayor W. D. 
Page of Augusta and other city officials 
were present, the travelers held an elec- 
tion of new officials. L. A. (Bud) Ger- 
land, Life Stride Division, Brown Shoe 
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Co., was re-elected president; M. K. 
Pentecost, Edgewood Shoe Co., Division, 
General Shoe Corp., vice-president; 
Harold Steele, Troylings of Seymour 
Troy, secretary; Lester Siegel, Wolff- 
Tober Shoe Mfg. Co., treasurer. The 
following were elected members of the 
board: George P. Bomar, Neutralizer 
Division, Brown Shoe Co., past-pres- 
ident; Joe Dannis, Foot Delight Shoe 
Co.; R. J. Morrisette, Simplex Shoe 
Mfg. Co.; Tom M. Johnson, Friedman- 
Shelby Shoe Co., Division, International 
Shoe Co.; Frank Stevens, J. P. Smith 
Shoe Co. Also elected to serve as an 
advisory board were: Ted Hines, Mutual 
Shoe Co.; Jack Croner, D. Myers & Sons, 
Inc,; Jack Davis, Moulton-Bartley, Inc.; 
L. C. Turner, George E. Keith Co.; 
Dan Howard, Carlisle Shoe Co. E. Mar- 
vin Cousins was re-elected executive- 
secretary for 1949. 

One of the non-shoe features of the 
show was the smorgasbord luncheon 
served in the Swedish tradition. Mr. 
Cousins, who initiated this feature, 
reported that over 1,000 people were 
handled at each luncheon. 

It was voted by the members of the 
Southeastern Shoe Travelers to hold the 
next show sometime in May, again at 
the Sheraton Bon Air Hotel. 


Second Suburban Store 
Opened by Dallas Firm 


Datias, TEx.—A_ second ‘suburban 
store was opened by Paul’s Shoes, Inc. 
at the Highland Park Shopping Village 
here recently. Manager of the new 
store is Thurman B. Srader. Co-owners 
are J. Mossiker and Arthur Voekel. 

The enterprise has been in Dallas 
27 years and operates one downtown 
store for women. The first suburban 
store was opened in Oak Cliff at Jeffer- 
son and Madison Streets last September. 

The Highland Park store carries a 
complete line of shoes and hosiery for 
women, girls, boys, and small children 
as well as handbags for women, girls, 
and children. 

The .store is of the salon type with 
a seventy-two foot front and conforms . 
in architectural pattern to the village 
but has picture-type windows and 
flower boxes. 

Mr. Srader said that decorations, 
furnishings, and equipment were se- 
lected to please the luxurious tastes 
of women who shop in the village. 
The staff consists of twelve men and 
women experienced in fitting shoes. An 
X-ray machine has been placed in the 
children’s department. 
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THE “INVISIBLE” SHOE FORM! 
FITS ANY SHOE! FITS EITHER SHOE! 


One form for all sizes and styles... casuals, high heels, slings, ankle 
straps, etc. Looks like human foot yet does not hide trade mark on insole! 


EASY TO INSERT * GUARANTEED UNBREAKABLE 
$1 5.00 per dozen pair. 
(Orders for six pair or less will be sent C. O. D.) 
See your local jobber or order direct. 


Write for catalog, ‘MODERN DESIGN ON DISPLAY.” Illustrates individual | 
plastic display fi No obligation, of course. | 


Representatives in principal cities. Trade Mark registered.* 
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Manufacturing and Markets 


[CONTINUED FROM PAGE 62} 
New York 


WHEN the heavy fog of caution hovering over the, shoe 
industry will lift. no one seems to know. Buying is still 
reported by most manufacturers as being cautious. Com- 
ments on conditions begin to sound like the words of an 
old, familiar gypsy melody with its alternate moods of 
optimism and pessimism. The werds now go something 
like this: Buying is cautious, on a hand-to-mouth basis. 
Few commitments past January. Prices remain firm. Costs 
are still high. Retailers inventories are fairly heavy. And 
so on. But, there’s no pessimistic brooding about condi- 
tions; instead an occasional note of optimism can be 
detected. 

Medium-price manufacturers said that production was 
as high as it has ever been, but few were working on orders 
past February. Work, for the most part, was on Spring 
orders. Several high-style manufacturers were also busy 
with production. However, price resistance was manifest- 
ing itself in their lines, they said. This created a problem. 
ene manufacturer said, because materials and costs were 
still high, with little indication that they would lower. 

Women’s feet are going to see more daylight in the 
Spring. for open toes and heels comprise a considerable 
portion of Spring production. Closed shoes in the classic 
opera pump are about the only type being made in quantity, 
although several manufacturers are creating the closed shoe 
with an open effect, such as pumps with open vamps in 
various treatments. Slings and ankle straps are popular. 
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Conventional enkle straps. one manufacturer said, were 
going out in his opinion and are being replaced by diagonal 
and instep straps and all kinds of strapping effects. Plat- 
forms were reported variously as in and out, 14 to 4% inch 
were considered the favored thickness for the sole by those 
who thought platforms were in. There is a trend toward 
lower heels according to several manufacturers. Spring 
shoes will be soft, light and airy, the “softie” type. 

No sensational new colors were reported for the Spring, 
but a few manufacturers said they had several color pro- 
motions planned to be released at a later date. Caution 
has worked itself into the color picture too, for one manu- 
facturer claimed that because retailers took a bath in colors 
last year, they would hesitate to plunge in so recklessly this 
year. Blues, greens russet tan, beige and balenciaga were 
some of the new colors mentioned with black and brown 
and grey the perennial favorites. Multicolors were hinted 
at by several manufacturers. 


Interest High in Cowboy Boots 


EVEN Japanese boys and girls want American cowboy 
boots, and once export permit difficulties are cleared up, 
they will probably be able to get them, according to Sidney 
Cohn, president of the Acme Boot Manufacturing Company 
of Clarksville, Tenn., manufacturers of cowboy boots. 

Mr. Cohn feels that the interest in cowboy boots for men 
and women, boys and girls has become so general in the 
United States alone that production of the colorful Western 
footgear has doubled in the past three years and will prob- 
ably double again within the next several years, whether 

[TURN TO PAGE 68, PLEASE} 
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The Opening Order 


[CONTINUED FROM PAGE 50] 


“You don’t have to stick your chin out at me. I’m 
not mad so long as you make up your own mind. Now 
let us continue with your sizes.” 

“All right.” Joseph read from his size sheets. “I will 
have infants’ shoes from size 0 to 8, widths B to E.” 

“B’s starting at 0?” Hultz asked. 

“No, C’s start at zero. B’s start at 2. D's start at 
zero, and so do E’s.” Joseph thought for a moment. 
“Come to think of it, I should have some A’s starting 
at size 6.” 

“Isn't that pretty small?” Mr. Hultz asked. “I mean 
A is a pretty narrow width.” 

“We've lost sales on shoes as small as 6A,” Joseph 
said. “I know we don’t get those customers often, but 
I’m going to carry every possible size in stock, so I’m 
starting the A’s at 6.” 

Mr. Hultz looked at the papers in Joseph’s hand. 
“May I glance through these?” Joseph handed them 
over. “Hm, infants’ white high shoes, 53 pairs, a little 
heavy. Infants’ white high moccasin toe, 41 pairs. 
Brown high, brown high moccasin, brown oxford, 
patent two strap .. . yes, these sizes aren’t bad. Arch 
shoes starting at size 64, yes, that’s good. So, for 
infants’ shoes up to size 8 we have 14 styles altogether, 
a total of 328 pairs. That isn’t too bad.” 

“That isn’t too much, is it?” Joseph asked. 

Mr. Hultz looked over the papers again. “Well, you 
don’t seem to have too many kinds of shoes. You might 
be able to shave here and there, but I can’t see where 
you're really too heavy in sizes and widths. Let’s see 
what’s the story with the rest of the shoes. 

“Children’s and misses’.” You're heaviest on plain 
toe brown oxfords running from AA to E. That’s all 
right—101 pairs. Perhaps too many. Let’s see. Saddles, 
brown two straps, black alligator straps? Hm? Suede 
ankle straps? Hm? Do you really need all those fancy 
shoes?” 

“I think they'll help me get started. According to 
the Boot anp SHoe Recorper, there’s a demand for 
snappy styles for children today. I might be able to 
get along without the suedes if you think I’ve ordered 
too heavily,” Joseph said. 

“Well . . . Let’s look over the rest of the list. Brown 
loafer, patent two strap. arch types, 16 styles altogether 
-—881 pairs in sizes 84 to 3. Well . . .” 

“You think that’s too much?” Joseph asked. 

“Wait till we get the whole picture,” Mr. Hultz said. 
“Growing girls’, sizes to 9, scout shoes, 75 pairs quad- 
ruple A to D. Saddles, crepe soles, patent pumps, 
brown suede wedgies, ghillie ties, arch-type oxfords . . . 
hm . .. 10 styles . . . 320 pairs . . . well . . . He turned 
to the next list. “Boys’ shoes, scout type, straight tip, 
wing tip, plain toe, black oxfords, yes, that’s all right. 
A hundred and sixty pairs altogether. Hm!” 


66 


“How does it look to you?” Joseph asked anxiously. 
“Did I buy too much?” 

“IT don’t know,” Mr. Hultz said carefully. “Let’s look 
at it as a whole. A hundred and sixty boys’ shoes at 
...say...$5a pair... $800.” He wrote that down. 
“Growing girls’, 320 pairs, say $4.50 a pair . . . $1440. 
Now the children’s . . . 881 pairs. Let’s figure $4 a 
pair . . . $3524. Now the infants’ . . . 328 pairs at 
$3.25, we'll say . . . $1066.” 

“You think it’s too much?” Joseph asked anxiously. 

“Don’t rush, boy. Let’s add the totals. Hm... hm 
...and six... and one to carry .. . that’s $6830.” 

“Well, what do you think?” Joseph wanted to know. 

Mr. Hultz beamed. “I think you did a wonderful job. 
I would be proud to figure out an opening order like 
that myself. You have just about every size and width 
you can need. You have included the necessary arch 
shoes. You have ‘fancy styles enough to please the 
youngsters.” 

“Well!” Joseph pulled his shoulders back. “I guess 
I'll start looking for a store. I might as well get started.” 

“Don’t be so cocky,” Mr. Hultz said. “Just because 
I throw you a word of praise, that doesn’t mean you 
have to let it go to your head. You still don’t know 
anything. You can still lose every penny you have with- 
out half trying. You know? 

“Pick-em-up-knock-em-down Hultz, they calls me,” 
Mr. Hultz said. “I think you need practice shifting 
stock. And just by coincidence, the ladies’ section 
needs shifting.” 


Shoe Fair and the Future 
| CONTINUED FROM PAGE 39] 


ized, and as strictly commercial projects they have oper- 
ated with a high degree of efficiency. But now that 
buyers are finding merchandise more readily available 
without leaving their stores, perhaps the show incen- 
tive isn’t enough to attract some of the merchants. 
There was beauty and color as well as fashion en- 
lightenment in those Chicago style revues of yesteryear. 
There was inspiration, fun and fellowship at the lunch- 
eons and the banquets. Merchandising conferences and 
open forum discussions attracted many retailers and 
suggested ways and means by which they could sell 
more shoes and make more money. Very likely these 
things contributed something to the lure of shoe shows 
as they used to be. Probably they aided in drawing 
the retailers. And possibly they helped to put them in 
a mood that was receptive to the idea of buying shoes. 
So why not snap up the next National Shoe Fair a little 
on the program end and give the boys a bit more of 
diversion to liven up their sojourn in Chicago? 
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Because it provides the utmost in rigidity, 


the Vita-Tempered APEX shank with either Vita “Temper Cd 


two or three ribs is first choice for work STEEL SHANKS 


shoes and other heavier types of footwear. are Tough, Hard, Uniform 


e Fit like master models 
e Clean, ready to use 
fitted to the shoe manufacturer's run of lasts. « Preserve balanced tread 


And, like all United shanks, the APEX is 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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The famous BASS name 
brings big sales, too, in 
Weejuns, Sportocasins, 
Foresters, and Quail 
Hunters. 


G. H. BASS & CO., Dept. BS12, Wilton, Me. 
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Business Uncertainty in Detroit 
[CONTINUED FROM PAGE 61] 


quate stock for the holiday trade, and retailers thinking 
more of Spring orders. 

Picture was brighter in the children’s field, with larger 
stores reporting volume up slightly over a year ago, though 
below that figure for the first six or eight months of the 
year. Neighborhood stores did not do well on the juvenile 
lines, however, possibly because of the marked increase in 
number of outlets. 

Style picture in children’s lines is becoming increasingly 
important, as reflected by Lawrence E. Sylva, buyer at the 
Crowley-Milner store, who reports top demand for suede 
baby dolls and suede strap items, with a good specialty 
seller in black suede ghillies with red trim. Other leaders 
are monk straps and moccasin types. 

Trend in the younger field is toward the practical, with 
dress shoes secondary. Among the latter, black suede and 
patent in a two-strap model proved surprisingly good. Mr. 
Sylva predicts a very colorful Spring in this field, with new 
design interest that will challenge the women’s field for 
style consciousness. 


Interest High in Cowboy Boots 
[CONTINUED FROM PAGE 65] 


exports can be made or not. Today it is an outstanding 
success story. re 
Mr. Cohn’s father saw custom-made boots in Texas and 





Marvin Conn, Albuquerque, N. M., and twins Sharon and 

Michael Dickler, 5, of Chicago, all wearing colorful cow- 

boy bouts. Mr. Conn is Southwestern director of sales for 
Acme Boot Manufacturing Company. 


suggested that the family’s shoe factory be redesigned to 
make cowboy boots on production line principles. That was 
12 years ago and the Clarksville factory has just added an- 
other addition which will increase output by 1,500 pairs a 
day. Total national output of the Acme plant and others 
which have gone into the business since, is now 8,000 pairs 
a day, making an annual total of $40,000,000. 
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. Shoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Economist Advises Low Inventories 





Eastman Kodak Executive Urges Retailers at NYSSRA Convention 
to Increase Turnover and Watch Quality 


ROCHESTER, N. Y.—With their eyes 
on the year ahead in the retail shoe 
trade, members of the New York State 
Shoe Retailers Association met here 
Nov. 14 and 15 for their first post-war 
convention and shoe show. 


More than 200 retailers, top sales- 
men and executives attended the show. 
They hailed it as very successsful. 

In the convention speeches, in infor- 
mal conversations and in talks with 
the 20-odd manufacturers’ representa- 
tives who attended, the retailers seemed 
to focus on the question: “What’s ahead 
for 1949?” 


They heard an economist—Edmund 
R. King, chief statistician of Eastman 
Kodak Company—tell them that “This 
is no time to get into debt, but it is a 
good time to pay off debts, a good time 
to keep inventories low, to increase turn- 
over, and to watch quality so you won’t 
get stuck.” Mr. King outlined the fac- 
tors which will determine whether more 
inflation or deflation is ahead, and 
pointed particularly to federal govern- 
ment expenditures and to the govern- 
ment’s credit and bond price policies as 
“straws in the wind” which retailers 
should watch. 


Merchants Are Cautious 


Supporting his statistics with charts, 
he showed trends in population, employ- 
ment, families, retail sales over a broad 
period in an attempt to bring perspec- 
tive to the retailer engrossed in his 
day-to-day business. He made no pre- 
dictions but on the basis of economic 
performances after past wars, he 
pointed out that inflation didn’t last 
long after it reached its peak. 

The individual retailer generally 
stated that he was moving cautiously 
and conservatively in his buying for 
Spring 1949. There was little “crepe- 
hanging,” however, as one put it, and 
several pointed out that buying wouldn’t 
dry up for the obvious reason that re- 
tailers must have shoes to stay in busi- 
ness. It was remarked that the 90-day 
commitment is now the top, as against 
the immediately-post-war six-month 
commitment that often was longer be- 
fore deliveries were made. 


One veteran of nearly a half-century 
in shoe retailing, William Pidgeon of 
Pidgeon’s store, Rochester, stated in a 
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panel discussion that he believed a 
price decrease is coming—‘“we don’t 
know how or when”—and that after- 
wards, prices will find a new normal, 
higher than the prewar figure. 

One of the state’s biggest buyers of 
shoes in all lines declared business has 
been good—that only a late Fall has 
kept figures from reaching last year’s, 
because of the slow sales of rubbers and 
boots and galoshes. 

Here is a consensus of style trends 
based on a survey of retailers and 
manufacturers represented: 


Prices Are Firm 


Women’s shoes—Open toes still hold 
favor for Spring. Some reported that 
the “new look” in closed-toes for Fall 
didn’t go over; one said customers 
thought the foot looked bigger in closed- 
toes and thus favored the open-toed. 
There was difference of opinion on color 
for Spring; one salesman’s estimate 
was that 75 per cent of sales will be 
black, followed by blue, with other col- 
ors staying shelved. A leading retailer, 
however, foresaw reds, greens and blues 
in. good demand. One firm showed an- 
tiqued tans and reds for wear with 
tweeds. Suedes were plentiful. A heavy 
nylon mesh vamp was shown in a black 
shoe. Prices were firm. Retailers re- 
ported women’s shoe sales down some 
under 1947 but fairly good. 

Children’s—Fancy shoes were re- 
ported gaining in popularity—straps, 
buckle pumps and open toes. “They’re 
asking for sandals,” one representative 
said. 

Teen-Agers— Crepe soles reported 
very good—plain colors the best, with 
grey, green and black the most popular. 
Plain pumps for teen-agers’ “dress-up” 
times were popular. Flattie wedges are 
selling for dress wear, and also an adap- 
tation with a little outside heel. Pastel- 
colored flatties were shown. Slip-lasted 
casuals bid fair to repeat a big 1948 
Spring. High wedge also in the picture 
for dress. Prices the same; buying re- 
ported “cautious” but still being done. 

Men’s—Heavy brogues still the best. 
Men’s shoes not moving; apparently 
young America is doing all the buying, 
and it is style-conscious. Loafers are 
good. Sports shoes not moving. 

[TURN TO PAGE 77, PLEASE] 


1949 Foot Health Week 
May 21 to 28 


ROCKLAND, MAss.— National Foot 
Health Week in 1949 will be observed 
May 21-28. This is the 24th annual 
Foot Health Week sponsored by the Na- 
tional Foot Health Council. The objec- 
tive of the Week is to encourage better 
foot care among men, women and chil- 
dren in all walks of life, and to em- 
phasize the importance of shoes and 
hosiery correctly fitted to prevent foot 
defects and deformities. 

Each week features radio programs, 
motion pictures, school and library ex- 
hibits, window displays, talks in schools, 
before PTA and service clubs, industrial 
foot clinics, television shows and poster 
and essay contests in the schools. 

Dr. Joseph Lelyveld, of Rockland, 
founder of the week, will again serve as 
chairman, with the assistance of asso- 
ciate state chairmen. The week has the 
support and cooperation of city, state 
and federal departments of health and 
education, the national associations of 
shoe retailers and manufacturers, wo- 
men’s clubs and the boys’ and girls’ com- 
mittees of the international service 
clubs. Shoe and hosiery manufacturers 
have been requested to cooperate with 
the week through their Springtime ad- 
vertising releases. 





Army Buys Hides 
For Korea 


New YorK—The New York Quarter- 
master Purchasing Office announces 
the award of contracts to three com- 
panies to furnish 468,720 pounds of 
standard big packer light native cow 
hides; and 1,406,173 pounds of standard 
big packer Colorado steer hides. This 
procurement was made for Korea. All 
hides are to be green salted. 

Prices paid for the cow hides were 
$0.2925 and $0.2990 per pound. For the 
steer hides prices ranged from $0.2315 
to $0.2840 per pound. 

Successful bidders were John An- 
dresen Company and Kaufmann Trad- 
ing Corporation, both of New York; and 
Swift & Company, Chicago. 





Navy in Market for 
264,700 Pairs 


New YorK—The Navy Purchasing 
Office here has asked for bids on 264,700 
pairs of enlisted men’s black oxfords. 
The delivery date has been set as Janu- 
ary 31. Also announced is that Crad- 
dock-Terry Corporation is to make 20,- 
199 pairs of women’s oxfords at $4.13. 
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Inventories Retard Buying at Dallas 





Southwestern Shoe Travelers’ Show Marked by Big Attendance of 
Buyers from Eight States, However—Casuals Much in Demand 


DALLAS, TEX.—The Spring shoe style 
show sponsored by the Southwestern 
Shoe Travelers Association got off to a 
flying start in the three major hotels in 
Dallas, on November 21, with business 
about as had been expected. The out- 
look before the show had not been as 
bright as that of last year, according 
to Tom D. Collins, secretary-manager 
of the association. This, Mr. Collins 
explained, was because retailers were 
reporting inventories above normal. 

The principal style trend noted at the 
Dallas show was that buyers of the 
Southwest are falling in line with the 
nation-wide movement toward casuals 
and low heels. This swing has been 
termed the most drastic fashion shift in 
the shoe business since the death of 
high-top shoes. In addition, it was 
noted that dressy patterns in juvenile 
lines sold well. 

Other buyer comments showed that 
for Spring they favored lower priced 
casuals. 

A new sun copper color was all the 
rage in both suede and metallic leath- 
ers. Other bright hues also attracted 
attention. 

Prices on women’s shoes were about 
the same as last year with most manu- 
facturers introducing the wanted lower- 
priced casual lines. Feminine footwear 
was most popular in the low-heeled 
class in soft leather. The soft toe with 
counter construction was also popular. 


Men’s shoe prices remained un- 
changed. 

The biggest drawback at this year’s 
show, according to Mr. Collins, was the 
lack of hotel rooms for exhibitors. 
Manufacturers’ representatives exhib- 
ited their lines in three of Dallas major 
hotels, the Adolphus, Baker and South- 
land. There was a total of 365 exhibi- 
tors with more than 400 sales people. 
Because of the lack of hotel facilities, 
twenty-two exhibitors failed to get ac- 
commodations. 

A total of 1600 shoe buyers from 
eight states in the South and Southwest 
were registered. 

J. M. Alexander, Southwest represen- 
tative of Acme Boot Manufacturing 
Company and Vogue Shoes, Tnc., was 
elected president of the association at 
the annual meeting held in the Palm 
Room of the Adolphus Hotel, Saturday 
evening, November 20. The meeting 
was preceded wy a dinner with the asso- 
ciation members as hosts. Other offi- 
cers are: 

Vice-president, R. T. McCrary, Bour- 
beuse Shoe Company; treasurer, H. P. 
Oyler, Crosby Square; and secretary- 
manager, Tom D. Collins. Mr. Oyler 
and Mr. Collins were re-elected. 

Elected to the board of directors were 
John H. Gordon, Richland-Davidson 
division of General Shoe Corporation; 
and John Mansker, Freeman Shoe Cor- 
poration. 





Shoe Department 
Plays Up Accessories 


St. PAvuL, MINN.—The Emporium 
shoe salon, St. Paul, Minn., has been 
stressing accessories with good success. 
Working closely with the handbag de- 
partment, shoe and handbag ensembles 
are featured in special promotions. Re- 
cently a promotion based on colors was 
carried out through a series of win- 
dows, each given over to a separate 
color. 

A survey of departments in the store 
was made to learn the best selling fash- 
ion colors. Shoe and handbag combina- 
tions in these colors were accented in 
window displays, with other accessories. 
Colors chosen to carry out displays were 
Young Red, Winter Green, Vintage 
Wine, and gray. Merchandise was dis- 
played on modernistic units done in a 
lighter tone of the same color with pla- 
card giving the name of the color. 
Sprays of gold-colored artificial flowers 
decorted each window. 

A unit holding handbags was set up 
in the shoe department showing matched 
bags and shoes. A similar display was 
installed in the handbag section. 

“We plan eventually to have a close 
tie-in with all accessories,” said A. F. 
Robbins, buyer-manager. 
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Shoe Store Opens With 
Fashion Show 


MIAMI, FLA.— Something unusual 
even in Miami, where fashion shows are 
one of the favorite indoor sports among 
women, was a shoe fashion show of- 
fered at the new shop into which 
Bakers Shoe Store has moved. This is 
a much larger store at the corner of 
E. Flagler Street and S. E. First Ave- 
nue. The Mayor of Miami was present 
to start things off and the Miami News 
fashion editor, Joyce Voelker, acted as 
commentator. 

Shoes for every occasion were shown 
by professional models. There was con- 
siderable emphasis placed on ankle 
treatment and the closed toe models 
were more important than the open toe 
styles. Black suede and black calf were 
most frequently seen. 

On the opening day a pair of fine 
nylon hose was given with every shoe 
purchase. 

Some bronze shoes were worn by the 
models, and gray and green suede trim- 
med in gunmetal, cobra and gold kid 
were on display. 

Handbags to match the shoes have 
been produced and to complete the pic- 
ture, harmonizing stockings in Bakers 
own brand of nylon are available. 





Dates to Remember 


Annual Dinner-Dance, New England 
Shoe Foremen and Superintendents’ 
Association, Hotel Statler, Boston. 

January 8, 1949 

Warm Weather Opening, Guild of Better 
Shoe Manufacturers, New York. Week of 
January 10, 1949. 

Shoe Show, Shoe Travelers’ Association 
of Chicago, Hotel Morrison, Chicago, 
ill. January 18, 19, 20, 

35th Annual Convention and Shoe Mart, 
Middle Atlantic Shoe Retailers’ Asso- 
ciation, Benjamin Franklin Hotel, Phila- 
delphia, Pa. 

January 22, 23, 24, 25, 26, 

Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hotel Statler, Buffalo, N. Y. 

January 23, 24, 

Mid-Season Shoe Show, Pennsylvania 
Shoe Travelers’ Association, William 
Penn Hotel, Pittsburgh. 

January 29, 30, 31, February |, 

Shoe Show, Northwestern National Shoe 
Travelers’ Association, Hotel St. Paul, 
St. Paul, Minnesota. 

April 30, May |, 2, 3, 

Fall Shoe Show, Southeastern Shoe Trav- 
elers' Association, Sheraton Bon Air 
Hotel, Augusta, Ga. May 2, 3, 4, 1949 

Foot Health Week. May 21-28, 1949 

Fall Shoe Show, Indiana Shoe Travelers’ 
Association, Hotel Severin, Indianap- 
olis, Ind. June 5, 6, 7, 

Annual Shoe Show, Baltimore Shoe Club, 
Baltimore, Md. July 23-27, 

Notional Shoe Fair, Chicago, Ill. 

October 31, November I, 2, 3, 


1949 


1949 


1949 


1949 


1949 


1949 
1949 
1949 





St. Louis Companies Make 
New Wage Agreement 


St. Lovurs—A new labor agreement, 
extending a cost-of-living wage for- 
mula adopted a year ago, has been an- 
nounced by the International Shoe Co., 
St. Louis, and the Boot and Shoe Work- 
ers’ Union, AFL. The agreement, which 
became effective Nov. 1, covers approxi- 
mately 9000 Boot and Shoe Worker 
members employed by the company. 

Under the living-cost formula, wages 
go up or down 3 cents an hour for each 
five-point change in the Consumers’ 
Price Index (National Average of 
Large Cities) of the U. S. Department 
of Labor. The new agreement provides 
for a maximum increase of 15 cents an 
hour if the index reaches 178. In- 
creases totaling 12 cents an hour have 
already been granted under the formula. 

The agreement also provides for a 
further 2.5-cent increase in guaranteed 
minimum wages if the living cost index 
advances to 178. Guaranteed minima 
are tied to movements of the price in- 
dex in the same manner as general wage 
adjustments. 

One additional paid holiday is pro- 
vided by the new contract, which will 
run to Nov. 1, 1949. This brings total 
paid holidays to six. Some adjustments 
in the terms of the vacation plan are 
also provided by the new contract. 


A similar agreement has been an- 
nounced between the union and the 
Brown Shoe Co. 
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Large Attendance at Mid-Atlantic Show 





Buying Spotty at Philadelphia Though Some Exhibitors Report 
Increased Volume from Regular Customers—Next Show 
Scheduled to Be Held in May, 1949 


PHILADELPHIA — The Spring Buying 
Show sponsored by the Middle Atlantic 
Shoe Travelers’ Association on Nov, 14, 
15, 16, and 17 at the Benjamin Franklin 
Hotel, Philadelphia, was an outstanding 
success. The continuance of these shows 
—one to take place in May as well as 
November—is felt to be a timely must 
in view of the large buyer attendance 
and the more than 150 lines displayed. 

Although in several instances buying 
was reported to be spotty, other firms 
were able to report increased volume 
from regular customers. Retailers, 
however, were wary of making heavy 
Spring purchases, though their atten- 
dance at the show, even as “lookers,” 
was regarded as promising. 

There was shown no extreme array 
of new colors for Spring; rather a con- 
tinuance of dark green as seen in Win- 
ter suedes and calf, plus darker red, 
plenty of navy, and multi-colored san- 
dals for late Spring. Gray and beige 
in dress shoes were also seen in many 
lines. 

A new version of the casual shoe for 
teen-agers was shown. This was made 
up with a crepe sole and heel on a 
wedgie with a large button on the side 
and, for the young crowd, came in defi- 
nitely bright colors. 

In women’s shoes it was generally re- 
ported that green will continue to be a 
good color in all types of shoes. Many 
highly styled shoes, including plenty of 


plain pumps in all heel heights, had 
closed toes and heels. The more con- 
servative type shoes appeared more 
often with open toes and heels. The 
reason for this, cne salesman stated, is 
that women who buy conservative and 
comfortable type shoes do not change 
their styles as readily as the women 
who buy higher styles. Another sales- 
man reported that most of the buying 
was for January delivery and long 
range buying for future deliveries be- 
yond that was very light. 

Members of the shoe management 
committee were: General chairman, Sid- 
ney Horowitz of Daytimer Shoe Co.; 
hotel committee, Kenneth Romig of the 
Jarman Division of General Shoe Cor- 
poration, and Edwin Flax of Curtis 
Shoe Co.; publicity, Walter P. Palmer, 
of Gerberich-Payne Shoe Co., and Rob- 
ert Bloxton of Fortunet Division, Gen- 
eral Shoe Corporation; secretary-trea- 
surer, I. Frank Oberfield of Knipe Bros. 

A meeting of the association was 
held in the Franklin room of the hotel 
on the last day of the show, and it was 
voted to make definite plans for a shoe 
show to take place here some time next 
May. 

At the end of the general meeting the 
following officers were elected: 

Keith Pickrell, Gerberich-Payne Shoe 
Co., president; Walter Palmer, Gerbe- 
rich-Payne Shoe Co., vice-president; and 
I. Frank Oberfield of Knipe Bros., sec- 
retary-treasurer. 





George B. Hess Addresses 
Baltimore Shoe Club 


BALTIMORE, Mp.—A_ well-attended 
meeting of members and guests of the 
Baltimore Shoe Club on Nov. 10 heard 
George B. Hess, prominent local shoe 
merchant and president of the National 
Shoe Retailers’ Association, describe in 
detail the public relations program on 
which the industry has recently em- 
barked and for which the J. Walter 
Thompson Company of New York, has 
been retained through the cooperation 
of the NSRA and the National Shoe 
Manufacturers Association. Mr. Hess 
asked that shoe men, as individuals, 
do everything in their power to make 
the program a success. 

At this monthly meeting, Nathan 
Schenthal was re-elected president; and 
Harry Goodman was re-elected chair- 
man of the board. Other officers are 
Simon Madows, vice president; treas- 
urer, Irvin Volk; secretary, Eric Fran- 
ken; and sergeant-at-arms, Max Myers. 

The club plans to hold its annual 
banquet and danee on Jan. 16 at the 
Lord Baltimore Hotel, here. 
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New England Production 
Shows Increase 


Boston — The New England shoe 
states, Massachusetts, Maine and New 
Hampshire, produced during August, 
12,947,000 pairs, an increase cf 7.5 per 
cent over August, 1947, thus leading 
the country in the percentage gain in 
output for this period, according to an 
analysis prepared by the New England 
Shoe and Leather Association based on 
a report issued by the U. S. Bureau of 
the Census. The New England shoe 
states registered the following changes 
in output in this period. Massachusetts 
plus 6, New Hampshire plus 10, and 
Maine plus 8 per cent. The value of 
shoe shipments from New England dur- 
ing August totaled $48,485,000, with a 
per pair average value of $3.65. For 
the first eight months of 1948, New 
England shoe production totaled 95,- 
700,000 pairs, a gain of 2 per cent over 
a year ago. 

The Massachusetts shoe industry em- 
ployed approximately 34,413 workers 
during August and the average amount 
of total weekly wages paid them 
amounted to $1,316,329. 


Clyde Gerberich President 
Of Shoe and Leather Group 


HARRISBURG, PA.—More than 200 
members and guests attended the 11th 
annual banquet of the Central Pennsyl- 
vania Shoe and Leather Association 
held here November 12th at the Penn- 
Harris Hotel. Featured speaker for 
the evening was Josh Lee, ex-Senator 





CLYDE GERBERICH 


from Oklahoma, famous for his wit and 
home-spun philosophy. From his back- 
ground as a member of the CAB, Sena- 
tor Lee painted a stimulating picture 
of the new horizons offered through air 
transport. 

Prominent. guests included Lawrence 
B. Sheppard, president, NSMA; Harold 
Quimby, secretary, NSMA;_ Irving 
Glass, executive vice-president, Tan- 
ners’ Council; Maxwell Field, executive 
vice-president, New England Shoe and 
Leather Association. 

E. S. Gerberich, treasurer of NSMA 
and dean of Pennsylvania shoe men, 
was an honored guest at the presenta- 
tion of his son Clyde to the audience as 
new president of the Pennsylvania asso- 
ciation. 

Re-elected to the board of directors 
were John M. Miller, S. Milo Herr, and 
Willis Altenderfer. New directors: R. 
L. Stiles, Jr., Carl Bachman and L. H. 
Spahr. 


Shoe Women Executives 
Organize Group 


New York—Organized under the 
name of Shoe Women Executives, a new 
group has been formed to interest more 
young women in the shoe industry as a 
career and to promote closer coopera- 
tion between women in the industry and 
the firms with which they work or are 
associated. 

Officers were elected as follows: Har- 
riett C. Porteous, president; Rhea 
Nichols, vice-president; Kate Kamen, 
secretary; Florine Maher, treasurer. 
Membership will be drawn from women 
holding executive positions in the shoe 
industry. 
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PROGRESSIVE MANUFACTURERS, 
WHOLESALERS and TRAVELERS 


make a Good-Will Investment at 
the M.A.S.R.A. Show. They know 
it pays BIG DIVIDENDS. 


MIDDLE ATLANTIC SHOE 








ALL ALERT SHOE MEN 


START THE NEW YEAR 
RIGHT...by attending the 
35th Annual 
M. A. S. R. A. Shoe Show 
(12 WEEKS BEFORE EASTER) 


JANUARY 22, 23, 24, 25, 1949 
The BENJAMIN FRANKLIN, Philadelphia 


The Retailers Shoe Show of the East” 


More than 200 Lines have already made display 
reservations — Seven floors will be required to 
house exhibits 


DESIRABLE EXHIBIT 
LOCATIONS STILL AVAILABLE 


for Reservations Communicate with 


CAL J. MENSCH, Secretary 
2 KENDAL AVE., PITTSBURGH 2, PA. 








* 
WIDE AWAKE SHOE BUYERS 


from the Eastern Coast come to 
the M.A.S.R.A. Show to buy last 
minute numbers for their PROFIT- 
ABLE EASTER BUSINESS. 


ETAILERS ASSOCIATION 











Display Unit Introduces 
New Styles 


St. PAUL, Miin.—At the entrance to 
the shoe department of Macey’s, Sev- 
enth Street, St. Paul, an unique, grace- 
ful display unit is used to draw atten- 
tion to the newest styles presented by 
the store. 

Slender columns form the background 
with plaques shaped like leaves placed 
at intervals. On each leaf a single pair 
of shoes is placed. Twenty pairs of 
high-styled shoes are shown in the unit. 

The background and leaf plaques are 
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done in gold and Autumnal red. At the 
base of the unit, an artificial grass floor 
covering is placed. On this, smart 
casual shoes and loafers in color and 
in brown and black are shown. 





Ohio Shoe Travelers 
In New Quarters 


CoLuMBuUs, 0.—The Ohio Shoe Trav- 
elers’ Club has moved to new quarters 
in the Rowlands Building, 12 North 
Third St., Columbus. Mrs. Ruth E. 
Hawkins is executive secretary of the 
group. 


Many Buyers at 
Pittsburgh Show 


PITTSBURGH, PA.—Sales which were 
larger in volume and variety than at 
the previous display last May, served to 
make a real success of the Spring Shoe 
Show of the Pennsylvania Shoe Trav- 
elers’ Association which ended Novem- 
ber 9 and which was held, as usual, in 
the William Penn Hotel. The buyer 
attendance, too, was heavier and sev- 
eral lines were refused reservations be- 
cause shortage of space available lim- 
ited the showing to 120 lines. 

No hesitation, it is reported, was 
apparent in placing orders for delivery 
during December, January and Febru- 
ary. Orders for later delivery, how- 
ever, were not placed, the merchants 
preferring not to obligate themselves 
too far in advance. 

An analysis of the demand by styles 
showed that, in men’s shoes, tans and 
wines were dominant in many cases, 
with black still being called for. Spades 
and heavy type brogues with heavy 
soles, including crepe, were tops in 
sales but only in the grades designed to 
retail under $10. 

In women’s fashion shoes designed to 
retail at $12.95, there was interest in 
opened-up platform shoes, with reptiles, 
particularly cobra, leading for early 
Spring selling in January and Febru- 
ary. Styles with lower heels, and plat- 
forms in black, blue and green are ex- 
pected to be popular. In _ spectator 
pumps there was interest in 21/8 heels, 
the materials being black, blue, brown 
and green calf. The big single sole 
shoe is reported to have been the pat- 
tern shoe on the opera pump base. 

In women’s casuals the demand for 
low-heel types was stronger than at any 
other showing. Many merchants have 
revised their buying schedules and some 
are buying as high as 70 per cent on 
these types. 

In the growirig girl picture sport 
casuals in welts, dress flats and plat- 
form-wedge types are continually on the 
increase in popularity; and there is a 
strong tendency for children’s shoes to 
be styled more like those of the grow- 
ing girls’ lines. 

The main social event of the show 
was a banquet and stage show, held 
Monday evening in the main ball room 
of the hotel. Six hundred guests at- 
tended. No speakers were on the pro- 
gram, only entertainment prevailed. 
During this affair, a set of luggage was 
presented to Harry Harris, president of 
the association, who has resigned from 
this office. Mr. Harris is moving to 
Baltimore, Md., where he will be con- 
nected with another shoe firm. Max H. 
Katz is now the acting president, 

The next show of this association— 
a mid-season event—will be held at the 
William Penn Hotel from January 29 
to February 1, 1949. 
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Solves Problem of Small Area Store 
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Combination of open shelving and cleverly concealed stock does the trick in 
Merrick's Shoes, newly-remodeled store in Sidney, Nebraska. 


Swney, NEBRASKA—Careful planning 
before remodeling not only resulted in 
a store outstanding in design, but also 
helped solve a most pressing problem 
for Merrick’s Shoes at 842 Tenth Ave- 
nue, Sidney. This shop is now one of 
the smartest in Western Nebraska and 
stock space has been increased to ac- 
commodate an additional 1000 pairs. 

Formerly most of the stock in the 
store was arranged in the usual way 
along the wall. Since the floor space 
is only sixteen feet wide and 40 feet 
long, Eldred B. Merrick, owner, reports 
that formerly the store was always 
congested. Shoes were frequently piled 
on top of shelving to the ceiling and 
counters were over-sized, leaving little 
room to move about and creating a 
far from orderly or attractive appear- 
ance. 

In the remodeled store, one wall con- 
tains open shelving, while the rest is 
concealed. The space under the stair- 
way leading to the second floor behind 
the men’s department was converted to 


shelf space. At the rear of the store 
an entrance leads to a stock room con- 
taining six rows of shelving in booth 
form. To one side is a stairway lead- 
ing to the office overlooking the sales 
floor. Additional shelving is contained 
in the booth behind the hosiery and 
shadow box and a basement work shoe 
department has been created. 

Knotty pine forms an effective wall 
decoration, setting the men’s shoe de- 
partment apart. Display niches have 
been built into the wall and contain 
unusual partitions, each allowing for 
display of a single shoe. Hosiery boxes 
are stored effectively and efficiently in 
built-in shelving. 

The elimination of shelving along the 
north wall of the building increased 
seating room. For Summer, a complete 
air conditioning unit was installed. Day- 
light fluorescent lighting is used. 

The store was established in 1939 by 
Eldred and Rosa Merrick, representing 
the third generation of Merricks to re- 
tail shoes in Nebraska. 





Reports Coutinued 
Demand for Casuals 


St. PAuL, MInn.—Demand for casual 
shoes continues so high that Newman’s 
Shoe Salon, Seventh Street, St. Paul, 
has given this type prominence with a 
location at the entrance to the salon. A 
pillar display, centrally located, recently 
high-lighted about fifty pairs of various 
styles. 

“Casuals have achieved popularity 
with customers of all years,” said a 
store executive. “Comfort-conscious per- 
sons now find casuals so superior to 
those formerly offered and in such va- 
ciety of colors and leathers that indi- 
vidual tastes can easily be satisfied. 
The result is that casuals bring a good 
percentage of total volume. Stores that 
offer a wide selection get the most out 
of casual shoe sections.” 
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Disabled Vets Hold Own 
In Industry 


WaAsHINGTON, D. C.—Disabled work- 
ers in the leather and shoe industries, 
when properly placed, make slightly 
better employment records than their 
able bodied fellow workers. This con- 
clusion was revealed in a study pre- 
pared by the U. S. Bureau of Labor 
Statistics for Veterans’ Administra- 
tion. 

The survey matched the work per- 
tormances of some 11,000 impaired and 
18,000 unimpaired employees in most 
major industries throughout the coun- 
try. 
Of the disabled workers, 1438, or 1.3 
per cent, were employed in the proc- 
essing of leather and the manufactur- 
ing of leather products. They held 
positions from laborers to foremen. 


Fesler Merchandising Shoes 
For Chicago Store 


CHIcaGoO—Robert H. Fesler, merchan- 
dise manager of fashion accessories for 
Carson Pirie Scott & Co., has taken on 
supervision of men’s, women’s and chil- 
dren’s shoes. This change was made 
following the recent resignation of Rob- 
ert Lee Thompson, former buyer and 
manager of these departments. A buyer 
has not yet been appointed. 

The downstairs shoe departments are 
now under direction of W. B. Nightin- 
gale, merchandise manager for the 
downstairs store. 





Endicott-Johnson Executive 
Honored by Legion 


BINGHAMTON, N. Y.—Charles F. 
Johnson, Jr., vice-president and general 
manager of Endicott-Johnson Corpora- 
tion, was recently honored as the Man 
of the Year by the American Legion 
Hall of Fame Congress of Binghamton 
Post 80. 





Charles F. Johnson, Jr., left, receives 
plaque from Harry E. Krissel 


In presenting the plaque, Harry E. 
Krissel, governor of the Legion Con- 
gress, referred to Mr. Johnson as “a 
leader who fulfilled a heritage to carry 
out the ideals of George F. Johnson 
with respect to the company’s labor and 
public relations policy.” 

Mr. Johnson, in accepting the award, 
declared it to be “the highest honor to 
come to any man in this community.” 

The first award of the Congress in 
1939 went to George F. Johnson, 
founder and chairman of the shoe com- 


pany. 


Old Firm in New Store 


AKRON, O.—Park Lane’s shoe store 
has opened in its new home at 54 South 
Main St., Akron, and on the opening 
week-end each woman shoe buyer was 
given a gift of nylon hose, while each 
girl was given a shoulder-strap hand- 
bag. 

The store has a sparkling glass front, 
‘modern fixtures and displays, new 
hosiery and handbag section, and com- 
fortable upholstered seats. A children’s 
department has been added. 
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low priced! — 

Send for complete catalogue 
Immediate Delivery 


ARNOFF SHOE COMPANY 














ee 6 ee ee Ee, OF EP 


SKI BOOTS 
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PROFESSIONALLY STYLED 
“ASCO” Presents 







full line of 

quality 

SKI-BOOTS 
FROM 

$4.70 

DELIVERY. = AND UP 
LADIES’ SIZES 3-9 MEN'S SIZES 6!/2-12 

2/10 N/30 Send for Catalog 
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MEN'S HUNTING BOOTS 
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MEN'S HUNTING BOOTS 


@ Oil treated Eskimo Calf 
Uppers 

@ Heavy water 
Leather Soles 


@ Steel Shank 

@ Moccasin Toe 

@ 12" Height 
SIZES 6'2—12 


$77.50 


TERMS: 2/10—NET 30 
SAMPLE ON REQUEST 


IMMEDIATE 
No. 2912 DELIVERY 













repellent 














SEND FOR COMPLETE CATALOG 


ARNOFF SHOE COMPANY 


74 





Shoe Futures From the 
Palm Springs Round Up 


[CONTINUED FROM PAGE 42] 


junction with the sports outfit. There 
appeared a strong development also 
in the open-toed leather sandal as it 
appeared with denims and the more 
informal sports shirts of vivid hues. 

The new wedge rubber soles met 
with acceptance for their comfort and 
light-weight qualities. Woven vamps 
and the trend to hand-lacing appeared 
in all colors with all types of ensembles. 

Although tans, grays and whites ap- 
peared time and again, the indication 
would seem to be that blue is the coming 
color in this type of shoe. 

Prints and fabrics utilized in Cali- 
fornia sportswear have been, and still 
are, to be seen. However, more plain 
colors appeared in this showing than 
ever before from this area. Color ac- 
cent was picked up in hat, tie and 
shoes. A blue suit with gray tie, hat 
and gray calf shoes and a pale blue 
dinner jacket shown with navy tie, 
hatband and navy suede gauntlet type 
shoes were typical examples. 

This color tie-in with the entire out- 
fit appeared so often it would seem that 
the wide-awake shoe merchant could 
well take note of the promotional ad- 
vantages that may be obtained by the 
publicizing of this idea. 

California sportswear has gained 
national acceptance, and the increase in 
its popularity is expected to have a def- 
inite bearing on the sale of casuals 
and sport shoes. 

That the men of the country are 
being educated to slip into a sport 
shirt and slacks at the end of a hard 
day at the office is accepted. That the 
sales of the casual shoe to complete 
this costume can be increased was made 
apparent in the diversified sport shoes 
appearing at the Round Up. 

The shoe man needs to educate his 
clientele in the wearing of the correct 
shoe to complement his garments. The 
customer must be made to feel he can- 
not wear his ordinary tans or blacks 
when he appears in a soft suede jacket 
with slacks or a blue denim suit. 

That an increased interest in this 
market is taking place was indicated 
by the presence of more merchandise 
managers from all over the country 
than ever before. 
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No. 2802 
© Brown Smooth Leather 


* Leather Mid- 
© Goodyear Stitch Construction 
SIZES 3 to 6 


$5.25 


IMMEDIATE DELIVERY 
Terms: 2/10-N/30 
_ SEND FOR CATALOG 


ARNOFF SHOE COMPANY 
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BOYS’ HICUTS 


* Brown Smooth 
Uppers 

© Rubber Soles & Heels 

* Knife Pocket 

© Moccasin Toe 

e Sizes 2'/o to 6 


$4.60 


IMMEDIATE Terms: 2/10—N/30 
DELIVERY SEND FOR CATALOG! 


ARNOFF SHOE COMPANY 
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MAJORETTE BOOTS 
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@ White Elk Leather Uppers 
®@ Leather Soles 

@ Silk Tassels 

®@ Stitchdown Construction 
@ Sizes 4-9. 


$5.25 


Terms: 2/10 N/30 
Send for Catalog 
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IMMEDIATE DELIVERY 
ARNOFF SHOE CO.,INC., 101 Duane St.,N.Y.C 
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Buying Better at 
Northwest Show 


St. PAut, MINN.— Manufacturers’ 
representatives at the Spring showing 
of shoe styles, held in St. Paul, in the 
Hotel St. Paul, for four days beginning 
Oct. 30, met a good attendance, although 
slightly off from last Fall’s numbers. 
There were 173 manufacturers exhibit- 
ing. Retailers were present from eight 
Northwest states and from Canada. 

“There was exceptionally good buy- 
ing,” said Ed J. Trench, St. Paul, presi- 
dent of the Northwestern National Shoe 
Travelers’ Association. “Dealers were 
here to buy, looking forward to good 
business due to good crops in this area. 
Dealers also anticipate early opening 
of Spring selling at retail. There was 
one notable exception. White dress 
shoes moved slowly due, doubtless, to 
the falling off of these in retail sales 
last season.” 

It was decided during the sessions 
that shoe salesmen in this area will join 
in a national campaign to let the public 
know what it is getting when it buys 
shoes, according to Mr. Trench. Im- 
provements in shoes will be stressed in 
the publicity. 

It was cited that shoes are one of the 
best retail values today; and that in 
1947, food took 4.1 per cent more of 
the consumer’s dollar than in 1940, 
whereas shoes took only 1.2 per cent 
additional. It was also pointed out that 
84.7 per cent of shoes bought by women 
in 1947 sold for less than $10 per pair. 

Discussing women’s shoes, one sales- 
man said that black and blue will be 
favorites. Prices are expected to re- 
main about the same in the coming 
months. 

The next showing of footwear by the 
association will be the last day of April 
and the first three days of May, 1949. 





International Executive 
Sees Good Business Ahead 


St. Louis—Obtaining an over-all 
reaction to a national election from 
a shoe market as large as St. Louis 
leaves much to conjecture. Neverthe- 
less, it is believed that a letter, signed 
by Byron A. Gray, president of the 
International Shoe Co., and sent to 
International salesmen, reflects a sig- 
nificant segment, at least, of the reac- 
tion of manufacturers here to the elec- 
tion. It is herewith reprinted in part: 

“To Our Salesmen: The election is 
over! 

“President Truman carries on and 
he should have the support of every 
American in those things which make 
for a better and stronger America. Un- 
certainties which might have been in 
the minds of many of your customers 
as to the effect on them if there were 
a change in the administration are now 
removed. 

“National income is at an all-time 
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*BEST 
IN BALLET 

















@ Deluxe pleated soft tee bailet 
in black or white kid, unlined. 

Style 10. ecees piedeeuseeeeee en 
Same, lined, style 12. ereeeeo 2.10 


Full sole student ballet (not illus- 
trated) in black or white kid. 

Unlined, style 11. eee steeaanee 
Same, lined, style 13,....... 2,10 


@ New, improved light-weight 
construction, Prima over the toe 
*"Master Taps” included, in black 
patent or white leather, style 17. 
Child’s, 814/12, one width. ..$2.50 
Misses’, 1214/3, A & C widths .$2.75 
Girls’, 34/9, AA & B widths. .$3.00 















* ACROBATIC 
SANDAL 








@ Acrobatic sandal in fawn, black, 
white or red suede,| style 1...$0.65 


PRIMA, Ine. 
705 Ann Street +. Columbus 6, Ohio 


"420d (Myalors. ty the Vow Gonesation” 







There is a service charge of 10¢ per pair 
©n orders for less than 12 pairs of a style. 
Terms = net 30 days, 


* HANDMADE + HAND-LASTED 












high. Agricultural income will be 
greater than last year in spite of lower 
prices. The high rate of employment 
is expected to continue. The great 
majority of the people, farmers, those 
dependent upon agricultural income, 
industrial workers, and others in every 
walk of life are the people who wear 
the grades of shoes we make. They, 
as well as your customers, will now 
plan for the immediate future. 

“Good business done in a normal way 
is in prospect for the season on which 
you are just starting. People are going 
to want shoes in about normal volume. 
They want sound values in shoes. We 
have them to sell. 


“Forget the election and make the 
most of your opportunity now. We 
are prepared to handle the biggest vol- 
ume of orders which we have ever re- 
ceived. Let’s make a record season.” 


Correction 


In Boot AND SHOE RECORDER, issue of 
September 15, appeared a news item 
noting the opening of the new A. S. 
Beck Co. store in Atlantic City, N. J., 
and erroneously crediting its design to 
Norman Bel Geddes. The design was 
created by the firm of Eron & Eron, 
22 Jones Street, New York City. 
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No “blood and thunder" 
school groups revolt against it . .. our comics are the 
kind you would not mind your own children reading. 


- Parents, churches and 






Write for information concerning our monthly delivery schedule 
which will enable you to get a series of new subjects each month in 
This means you will always have a fresh stock of 
new subjects for the kids. 


minimum quantities. 








HEADQUARTERS Since 1901 for Good-will Creating Toys Call or 











Novelties, Souvenirs, Birthday Gift Specialties, 
Premiums and Give-Aways. 


Write for 





THE Lederer INDUSTRIES, Inc. 39 West 19th St., N.Y. 11 


Catalogue 


and prices 














143 DUANE STREET 





ROMAN SANDALS 


263 2-4 (Patent 
264 4/2-6 (Patent Leather) 2. 
265 6'/2-9 (Patent Leather) 2 


A dressy shoe with the ‘ 
Look"’ fer little ones. Three and 
four straps for ankle support: 
made of one-piece quarter with 
stitching around . 
leather soles, leather wedge heels 
and leather counters. 
for immediate delivery. 


SURREY FOOTWEAR, Inc. 


NEW YORK 13, N. Y. 


1948 


85 

10 

35 

Leather) 1.85 
10 

35 


strap 


In _ stock 








PONTIACS 





Solve your transportation problems now. 


ARE BACK - - - for fleet Rent new radio and heater equipped 
Pontiacs by the month or year! At- 

Goodyear Pre-Welt Construction ato and 
260 2-4 (White Elk) $l. — wn tractive rates for fleet operators and 
oo oe tWhite an y individuals individuals. Choose from an excellent 


selection of models. (Also many other 
fine 1948 and 1949 cars including 
Cadillacs.) Call or write. 





CENTRAL CITY FLEET Corp. 


4212 CHESTNUT STREET, PHILADELPHIA, PA. 








Moderate Buying at Des Moines Show 





Demand Reported Better for Shoe Selling Below $12.95—Merchants 
Ask for Delivery in Time for Early Spring 


Des MoInes, IA.—Fully 80 per cent, 
and perhaps more, of the buying at the 
fifty-first shoe show of the Iowa Shoe 
Travelers’ Association, held here, No- 
vember 7, 8 and 9, was for delivery in 
time for early Spring selling. 

Association officers agreed with rep- 
resentative salesmen that, except for 
individual cases in which merchants 
were running low on particular items, 
the major share of the orders taken was 
for Spring fulfillment. 

Reports on the amount of buying were 
not quite so unanimous. Representa- 
tives of some of the higher priced lines 
running from $12.95 up, frankly de- 
scribed it-as “cautious” and not quite as 
heavy as at the association’s earlier 
show last May. Travelers for some of 
the more moderate priced footwear, 
however, claimed “buying was excep- 
tionally good.” 

Several travelers said retailers had 
dropped in to tell them: “We want to 
see your line but we’re not buying to- 
day. We want you to call on us at our 
store.” 
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Travelers reported there is nothing 
new or startling in 1949 Spring styles. 
Styles for women included gunmetal 
gray and bronze trim of smooth leather, 
the gray in contrast with gray and black 
suede, and the bronze in contrast with 
sun copper, green and lemon. 

Men, the salesmen said, will see more 
shoes with thick soles and medium- 
width toes. Pebble-grained leather also 
will give way to smoother leather shoes 
in lighter shades of brown. Salesmen 
also reported a strong demand for venti- 
lated casuals while black and white, and 
brown and white, they said, will be 
popular for informal evening wear. 

Registration showed a total of 131 
travelers representing 157 lines. In ad- 
dition to the Iowa salesmen, travelers 
from the following ten other states were 
exhibiting: Missouri, Wisconsin, Minne- 
sota, Massachusetts, Indiana, Nebraska, 
Illinois, Arizona, Colorado and Texas. 
They exhibited their offerings in 108 
rooms on the third, fourth, fifth and 
sixth floors of Hotel Fort Des Moines 
where the show was held. 


The one social event of the show 
was a banquet and dance the night of 
November 8. Retailers and their sales- 
men were guests of the travelers. A 
total of 350 persons attended the affair 
at which Arthur Brayton, secretary of 
the convention bureau, Des Moines 
Chamber of Commerce, was the speaker. 

The association re-elected Warren F. 
Crandall, Des Moines, as president for 
a third term. Mr. Crandall is repre- 
sentative here for the Brown Shoe Co., 
St. Louis. 

Harry C. Gruber, Des Moines (Cros- 
by-Square) was re-elected association 
secretary-treasurer. 

E. R. Caudle, Des Moines (Tober- 
Saifer Shoe Co.), was elected first vice- 
president; and W. M. Griest, Chicago 
(Florsheim Shoe Co.) was named sec- 
ond vice-president. 

President Crandall appointed the fol- 
owing one-man committees: Legislative 
—Walter Martin Oelwein (Brown Shoe 
Co.); Reservations—Richard Blechin- 
ger, Des Moines (Connolly Shoe Co.); 
Membership—William J. Miller, Des 
Moines (Endicott-Johnson); Hotel— 
Walter Gibson, Des Moines (Peters 
Shoe Co.); Entertainment—Kermit J. 
Haun, Des Moines (United States Rub- 
ber Co.) ; and Publicity—Ralph N. Dow, 
Des Moines. 
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Odd-Shaped Shadow Boxes Help Sales 


hota. 
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Alton, Ill.—Deep-set shadow boxes, ranging from circular to oval, dress up the 
interior of the Morrissey-King store here. Heavy emphasis is laid on accessories. 
This store is in its 66th year and was known as Morrissey Bros., until ten years 
ago when E. J. Morrissey of the original firm retired. 





Executive Advises 
Low Inventories 
[CONTINUED FROM PAGE 69] 
The convention opened at 10 A. M. 
Sunday the 14th at the Sheraton Hotel 
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when the display rooms were thrown 
open. Major event was a banquet at 
which Association President Robert F. 
Dacey, of the F. A. Empsall & So. store 
in Watertown, introduced Ernest N. 
Park of Park-Brannock Company, Syra- 
cuse, first president of the association, 


who remarked that the association will 
be 30 years old next February. He called 
the meeting a “start in the right direc- 
tion” and urged younger retailers to 
carry on to bigger future meetings. 

Mr. Pidgeon also was introduced and 
spoke of the “richness that has come to 
me” in 50 years in shoe retailing 
“through the human fellowship of the 
shoe business.” 

O. K. Johnson of Rochester, execu- 
tive secretary, reviewed the year’s ac- 
tivities, including three regional meet- 
ings. 

A panel discussion was conducted by 
Richard Reidenbach, instructor of 
Rochester Institute of Technology, un- 
der direction of Edwina B. Hogadone, 
supervisor of the retailing department. 
Mr. Reidenbach directed questions on 
retailing to members of the audience 
on tie-in sales, on price resistance, on 
incentives for salespeople and similar 
topics, provoking considerable discus- 
sion. 

On the second day of the convention 
the retailers and salesmen met at lunch- 
eon and voted to hold another meeting 
next Fall. Plans for a show similar 
to this year’s will be discussed at a 
meeting of the board of directors and 
officers {who also include James G. Ben- 
net of Bennett & Tracy store, Auburn) 
in Syracuse early in ’49. More regional 
clinics for retailers and salesmen are 
expected to be held during the year. 
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TRADE MARK 
TRANSPARENT SHADES 
protect your valuable window 
displays from sun-fading—give 
you unequalled “Sun Protection 
plus Visibility” for more sales 
and greater profits. 


SEE THE PROOF! 











MAIL cou 
of Infra-C 
colorless... 
TEST Infra-Chem in your windows in bright- 
est sunlight... 

SEE how unprotected material quickly fades 
to a costly sunburn loss! 

JUDGE for yourself how Infra-Chem pro- 
tects material from sun damage — keeps 
valuable displays safe and fully salable! 


MAIL THIS COUPON TODAY 
Yes, mail me full information, plus test samples. 


I want to see Infra~-Chem's amazing “Sun Pro- 


n for generous test samples 
in popular colors and new 


tecuon plus Visibility’ for myself! 











| 
| 
Nome. Position | 
Store Name | 
Street 
City. State 1 





Ts-220 (422) J 


Bi RANSPARENT SHADE CO. 
P. ©. Box 2135, Dept. 5M 
Teminal Annex, Los Angeles 54, California 
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Step by Step 
[CONTINUED FROM PAGE 54] 


The Advertising Council. Representa- 
tives of all segments of society—man- 
agement, labor, education, religion, 
social service, agriculture—have got- 
ten together to push this campaign 
which will be a year-long program. 
The project is based on a 10-point 
platform which emphasizes the prin- 
ciple of expanding productivity as a 
national necessity. The campaign was 
started for several reasons, one of 
them being the fact that too few 
Americans understand the American 
system and how it works, thus laying 
themselves wide open to the argu- 
ments of Communists who know our 
system as thoroughly as their own. 
It’s an excellent program and it will 
be interesting and educational to fol- 
low its progress. 


* + 


You’vVE MET THIS KIND OF 
WOMAN. She returned a smart pair 
of shoes to the exclusive shop where 
she had purchased them. “They won't 
do,” she announced. “I simply can’t 
walk in them.” “Madam,” the clerk 
replied, looking down his nose, 
“people who have to walk don’t shop 
here.” From The Pullman-Standard 
Carworker, of all places. 


oe ¢€ @ 


Don'T OVERLOOK your United 
States Department of Commerce. It 
publishes a great deal of information 
that can be helpful to shoe men. For 
instance, there’s a pamphlet for esti- 
mating the initial capital requirements 
for establishing a shoe store that lists 
every item to be considered in such 
a venture. Basic information on the 
shoe industry is published regularly 
with special pamphlets made avail- 
able from time to time. Remember 
to be really successful in a business, 
it is important to know all about that 


business. 
* = * 


ABouT THE ELECTION .. . Some- 
one ought to collect the quips and 
comments on the Truman upset for 
posterity. Whoever does it, should in- 
clude this one made by a person for- 
ever nameless. Referring to the elec- 
tion, he said, “It’s the greatest reversal 
since Serutan.” 


* + * 
BusINESS NEWS OF THE PAST 


MONTH has been generally favorable 
according to the National City Bank 
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Get the full 
details on this 
complete line of newest sport 
sensations by Flite-Step! (Shown) Kiltie 
Oxford in black or pine green Norzon 
with natural crepe sole. Also in brown 
Norzon with green crepe sole. Kiltie is 
removable. All styles M4 to9. 2.40 


IDEAL SHOE C0.* 4th & Arch Sts., Phila. 6, Pa. 
“The Right Step is Flite-Step” 








of New York. It makes these com- 
ments: “One of the tests of the 
(business) situation is the state of 
retail trade, where the effects of any 
falling off in the ability or willing- 
ness of people to buy will show most 
quickly. Retail reports make it clear 
that more lines are ‘catching up,’ and 
that many people balk at paying 
prices they consider out of line. The 
evidence is persuasive that the soft 
spots are due more to filling up of 
stocks, and to a natural lessening of 
the urgency of demand for specific 
goods, than to loss of buying power. 
The fact of dominant importance is 
that people have jobs and money. If 
they cut down in some directions, they 
are spending in the aggregate more 
than ever before. With sales good and 
forward buying cautious, stocks must 
be constantly replenished. Adjust- 
ments in specific lines can be made 
under the most favorable conditions 
possible: a state of full employment 
and a record-breaking income flow, 
supported by forces which are still 
strong and promise to continue 
strong.” 
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100 Lines at 


Indiana Show 


INDIANAPOLIS, IND.—The Spring shoe 
show sponsored by the Indiana Shoe 
Travelers’ Association, Inc., was held 
Nov. 7, 8 and 9, 1948, at the Severin 
Hotel, here. A few lines also were 
shown at the Claypool Hotel. Approxi- 
mately 100 lines were on display at the 
two hotels. Attendance at the show was 
not too gratifying. What buying was 
done was mostly for immediate delivery 
and not too much for future, due to the 
present upset conditions—all waiting to 
see what prices are going to do. 

The convention staff included Hilary 
B. Thrall, chairman; Frank M. Brown 
and John J. Mahrdt. Nominations for 
officers were presented at the banquet 
on Nov. 6 and the election will be held 
at a meeting on Dec. 11. At a luncheon 
on Nov. 8, Frank Edwards, popular lo- 
cal radio commentator, was guest 
speaker. 

In the men’s shoe lines, crepe soles 
were reported very good; loafers still 
are big sellers and wine still a popular 
color. Also there is a trend toward re- 
verse welting. Woven shoes and cloth 
mesh shoes in brown and beige were 
shown for Spring. Cordovan leather, as 
at the Fall show, is also considered de- 
sirable for Spring. 

In women’s shoes, casual types 
showed the order of preference in colors 
as green, red, golden tan. The demand 
for all gold still holds, but is not as 
heavy. A 15/8 heel in a wedge proved 
popular. 

In the high style field, sandals were 
first in demand with pumps second. The 
trend is toward lower heels. Black pat- 
ent leather leads, with blue, grey, green 
and some red, in the order named. 
Suedes are holding up. 

Indiana shoe shows in 1949 will be 
the Fall show scheduled for June 5, 6 
and 7; and the Spring show on Nov. 20, 
21 and 22. 





Shoe Collection Strains 
Storage Space 


DetroIt—Open barrel collections for 
the Save Our Shoes campaign by 
Detroit shoe merchants have far outrun 
all anticipations, with some 750,000 
pairs collected in the drive, according 
to Samuel Plotler, in charge of arrange- 
ments. It has become necessary to pro- 
vide more warehouse space than that 
provided by various retailers in their 
own stores, and a large centrally-located 
building was donated by the Goodwill 
Industries for this purpose. Some three 
carloads of shoes in all were collected. 

Individual shoemen donated their 
own time, and others sent members of 
their staffs, paid by the stores, to assist 
in tying up and cartoning the huge 
collection at-the warehouse. In addi- 
tion, three outside men were hired to 
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Build 


| a business within a business 









all available in black, 
brown, red or green 
AAAA to C, sizes to 10 





ure.. 


NOMADS 


proven 
sellers 


ALWAYS IN STOCK 


STYLE APPEAL that invites a new customer in. 
COMFORT APPEAL that invites a customer 
back, time after time, to build an extra core of 
steady business for your store. (The *‘flex-comfort”’ 
stitchdown construction gives extra walking pleas- 
. shoes need no ‘breaking in.’’) 

PRICE APPEAL your customer gets genuine 
reptiles for the price she'd ordinarily pay for *’ just 
shoes’’ . . 
is exceptionally appealing. 


FOR IMMEDIATE DELIVERY 


. and in alligator grain the low price 


MERRIMACK SHOE MFG. CO., LOWELL, MASS. 


a. . soe 





assist, with the expense borne by the 
local shoe retailers. 

Because of the success of the local 
drive, and the continuing need for 
shoes, it was decided to extend the drive 
an additional two weeks. 





Business Expands; 
New Lines Added 


CuHiIcaGo—Marked success of their 
children’s store at 4227 W. Madison 
Street, Chicago, during the past three 
years, has resulted in the recent ex- 
pansion of the business into men’s and 


women’s lines by J. M. Steingard and 
R. E. Sterling. 

The new addition is known as Shoe- 
lane, a separate store devoted to selling 
men’s and women’s shoes and women’s 
hosiery. The new addition is adjacent 
to the children’s division known as Lass 
and Lad, an exclusive children’s shop. 
The new shop opened, according to the 
owners, in order to keep some of their 
youthful customers who are growing up 
and need adult sizes, and because of 
the demands of their parents, who like 
the idea of doing all the family shoe 
shopping in one location. 








GET FOOT COMFORT WITH 











BURNS CUBOID CO., SANTA ANA, CALIF. 


MILLIONS OF PEOPLE 


Many of them YOUR CUSTOMERS have 
seen the above ad in American Weekly, 
Good Housekeeping, in medical journals 
and over the signatures of the nation’s 
best stores. They will be expecting you 
to carry CUBOIDS. Why don’t you? For 
a possible franchise on this profitable 
service addition to your shoe department, 
write 


Burns Cuboid Co. 


Santa Ana California 














R. H. Haviland Honored by 
Old Colony Ad Club 


BROCKTON, Mass.—The Old Colony 
Advertising Club at a recent meeting 
here, made Roland H. Haviland an 
honorary life member in appreciation 
of the time and effort he has spent in 
furthering the aims of that well known 
South Shore organization. 


Mr. Haviland, sales promotion man- 
ager of the Stetson Shoe Company, 
South Weymouth, Mass., was presented 
with the membership by the club’s 
president, H. J. Peterson. Speakers 
at the meeting included officials and 
members of the staff of Brockton’s new- 
est radio station, WBKA. 





International Men’s Plants 
Now on Full Time 


St. Louis—Plans for resumption of 
full production at all Midwest plants 
manufacturing men’s shoes have been 
announced by the International Shoe 
Co. Thirteen of the 14 plants con- 
cerned returned to a full five-day, 40- 
hour week on Nov. 29. The remaining 
plant in the men’s division is expected 
to resume full productior. a week later. 

A number of the company’s men’s 
shoe plants went on a four-day week 
October 1. 


Heads Retail Stores 
In Brazilian Chain 


PortsMouTH, O.—C. C. Tarbutton 
has recently been appointed to head up 
the retail stores of Cia Caleado Clark, 
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Cc. C. TARBUTTON 


Sao Paulo, Brazil. 

This company is adding a new addi- 
tion for the manufacture of women’s 
Selby Styl-Eez, Tru-Poise and Arch 
Preserver shoes. 

Mr. Tarbutton has had many years 
of experience both in the retail and 
wholesale end of the shoe business. 





T. H. Joyce Resigns 
From Joyce, Inc. 


PASADENA, CALIF.—The resignation of 
T. H. Joyce from Joyce, Inc., has been 
announced by Wm. H. Joyce, Jr., presi- 
dent of the firm. He was secretary of 
the company, legal counsel and vice- 
president in charge of foreign opera- 
tions. 

Mr. Joyce resigned to accept the posi- 
tion as technical adviser to the Anglo- 
American Productivity Committee, 
which operates under the Economie Co- 
operation Administration. He served 
with the armed forces in both World 
Wars I and II. In January, 1942, Mr. 
Joyce, a partner in the law firm of 
Gibson, Dunn and Crutcher, was draft- 
ed by the United States Air Forces. 
Shortly after his release from the 
armed services in 1945, he resigned his 
partnership in his law firm to join 
Joyce, Inc. Joyce, Inc., accepts his res- 
ignation with regret. 





Edison Chain Reports 
Ten-Month Increase 


St. Lovurs—Edison Brothers Stores, 
Inc., consolidated net sales amounted to 
$6,370,715 for October. This compared 
with $6,381,616 for October, 1947, a de- 
crease of $10,901 or .17 per cent. 

For the ten months ended October 31, 
sales amounted to $60,622,871 as com- 
pared with $57,137,239 for the same 
period last year. This is an increase of 
$3,485,641 or 6.10 per cent. 





HAND-LASTED 
> MOCCASINS 
hee designed by nature to 


encourage the normal 
growth of babies’ feet: 





Potents 
Pending 


COMMENDED 


White Elk Sizes 1 to$ 
N (Narrow) and 
W (Wide) 


PARENTS 
MAGATINE 





R. J. POTVIN SHOE COMPANY 
Compello Station : 
BROCKTON + MASSACHUSETTS 





Earle Teschon Joins 
Schwartz & Benjamin 


NEw YorkK—Earle Teschon has joined 
Schwartz & Benjamin, Inc., where he 
will be in charge of styling and sales, 
it is announced by Benjamin D. 
Schwartz, president of the firm. Mr. 
Teschon will headquarter at the 
Schwartz & Benjamin factory at 842 
Broadway and will make periodic trips 
to keep in touch with dealers handling 
Customcraft Originals. 

Actively engaged in the shoe industry 
for over fifteen years, Mr. Teschon was 
formerly vice-president of Beleganti, 
Inc., where he headed styling and fac- 
tory production and also worked with 
major accounts. His shoe retail back- 
ground includes Saks Fifth Avenue in 
New York City where he was assistant 
buyer for nine years, and the Tailored 
Woman in New York City where he was 
shoe buyer for four years. 





New Store Opened 


HATTIESBURG, Miss. — Toxey Morris, 
well-known local department store 
buyer with an experience of more than 
20 years in the retail shoe industry, has 
opened a new store here at 105 East 
Pine Street. Several branded lines of 
women’s and children’s shoes are car- 
ried. The new business operates under 
the name of Toxey’s. 
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Men’s Brown Elk Zip- 





Ee] per Oxford, Leather 
Sole, Rubber Heel. 
Sizes 6 to 12 
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Foot Snugglers 


oo house every Live Retailer should know 


C. W Marks Shoe Company 
FOOTWEAR FOR EVERYBODY 
41S. Wells St., Chicago 6, Ill. 
Ostablished 1870 
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STYLE 2588 


Satin Mat Kid with 
Dark Grey Fitting. 


17/8 Non-Scuff Lock 


Write for In Stock Folder! 
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Sewed Shoes Exclusively | 












What Does Your 
Customer Look for 
in a Walking Shoe? 


Comfort — yes — but more 
than comfort. Chic, pret- 
tied-up style accents that 
keep a shoe from shouting 
“I'm a Walking Shoe!” 


Your customer finds both 
comfort and style in Heel 
Grippers — Shoes of In- 
trinsic Value. 


To Retail at $89 


In stock, for immediate ship- 
ment, widths and sizes from 
AAA thru C, 2 thru 10. Order 
needed sizes weekly. 














Casuals “Tops” in Spring Buying 





Merchants Attending Boston Shoe Travelers’ Show Predict They 
Will Do Higher Percentage on This Type Next Year 


BostoN—That at the present time re- 
tailers are interested primarily in buy- 
ing shoes for immediate delivery and, 
in their buying for future delivery, are 
content to confine themselves to not more 
than 90-day commitments, and then 
only in some types of footwear, was 
abundantly demonstrated here during 
the week of Nov. 15 at which time the 
Boston Shoe Travelers’ Association held 
its annual Spring Shoe Show. 

Insofar as the number of orders 
placed is concerned, women’s casuals 
are believed to have headed the list and 
several merchants frankly commented 
that they expected, during next Spring 
and early Summer, to do a far: higher 
percentage of their business on shoes 
of that type than they had done in the 
past. Their buying, they say, is being 
based on that assumption. Otherwise 
they are inclined to keep inventories as 
low as they safely can and to play for 
turnover. 

Some reported that inventories have 
not yet reached what they described as 
the “safety level.” To these men, the 
1948 
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show was merely a preview and they 
made it a point, in talking with manu- 
facturers’ representatives, to ask that 
active solicitation of orders be deferred 
for a few weeks and then made in the 
stores rather than in sample rooms. 

Salesmen representing manufacturers 
of men’s shoes reported that medium to 
low grades are still in better demand 
than higher grades. Those representing 
children’s shoe manufacturers reported 
the obvious—that they are having 
trouble keeping up with the demand and 
that there is no present indication of 
any decrease. 

Insofar as the number of lines on 
display is concerned, this was easily 
the largest affair of its kind ever held 
by this association. 

Social feature of the show was the 
annual banquet for associate members, 
held in the Parker House on the evening 
of Nov. 15 with an abundance of enter- 
tainment, and attended by about 500 
members and guests. 

Chairman of the show committee was 
Dick Potvin; Pep Howard headed the 


entertainment committee; Sidney Curry 
was in charge of finance; Leon Kelley 
arranged for the banquet entertain- 
ment, and Jack Thompson handled the 
publicity. 





Michigan Travelers 


Elect Officers 


DeEtROIT—New officers were elected 
by the Michigan Shoe Travelers’ Club 
at a business session which preceded 
the recent annual Michigan Shoe Fair 
at the Hotel Tuller, with E. W. Jensen 
of the Five Star Shoe Company, being 
named president to succeed Curtis 
Johns. 

Other new officers of the Michigan 
travelers, who will be installed shortly 
after the first of the year, include: 
Sam Kane, Bates Shoe Company, vice 
president; Moe Cantor, Simplex Shoe 
Manufacturing Company, vice presi- 
dent; and John Shelby, Lion Shoe 
Company, treasurer. 

Two new members were elected to 
the board of directors—Samuel S. Weiss 
of the Conrad Shoe Company; and 
David Brown of the M. J. Saks Shoe 
Company. 

Frank Delboy of Coronet Polishes, 
was elected chairman of the board 
for 1949. 








‘Here’s The BIG NEWS In Boys’ Shoes 
SURREY’S COMBAT BOOTS 


PRACTICAL © NOVEL © LONG WEARING 


Just watch Surrey's Combat Boot Sweep the high 
cut boot market this winter. It's the finest cold 
and wet weather boot you've ever seen. Kids rave 
about its snappy military air. 


IN STOCK IMMEDIATE DELIVERY 
Brown Elk Uppers 


Long-wearing Rubber Sole 
Sizes 10!/>-3 






St in low heels 


Phyl-Flex 
Basement Buyers in seventy-eight leading 
Department Stores find PHYL-FLEX the 
answer to their $4 question. Sports, Wedgies, 
Casuals. Direct from the manufacturer. 
Big VALUE. Write for a new Spring Catalog. 





Women’s, Misses’, Children’s PHYLLIS 








4 Retailers. In Stock. 


Salesmen: 


Some open territories. Write for details. 


These new Footholds are 
molded in one piece and 
designed for maximum ser- 
vice, comfort and light- 
ness. They “SNUG FIT” an 
amazing range of sizes and 
styles including many plat- 
forms. They are made of a 
long-wearing natural rub- 
ber compound in black or 
natural pure gum. 
+1 size for shoes 312 to 6 
#2 size for shoes 6 to 9 





SHOE CO. | 
Lowell, Mass. 


SURREY FOOTWEAR, INC. 


143 DUANE STREET 


NEW YORK 13, N.Y 











The growing "SNUG FIT" 
line means extra profits for 
you and extra satisfaction 
and value for your cus- 


tomer. Few sizes mean 
small inventories and sim- 
ple fitting for quick sales. 
Order a stock of "SNUG 
FIT" Clogs, Sandals and 
Footholds from your 
“SNUG FIT" distributor to- 
day. Write us for his name. 


 TINGLEY-RELIANCE RUBBER CORPORATION FF 
Established 18% RAHWAY, NEW JERSEY 


New St. Louis Company to 
Make Popular-Price Line 


St. Louis—A group of St. Louis men, 
headed by Joseph Eckhoff, well-known 
shoe merchandiser, has announced or- 
ganization of the Tower Grove Shoe 
Co., 1126 Jackson Place, to manufac- 
ture a popular-price line of women’s 
and girls’ shoes. 

Brand name of the new shoes will be 
“Country Days,” and plans have been 
made to style, manufacture and mer- 
chandise dressy street and casual styles. 
Two heel heights, 12/8 and 16/8, will be 
offered, as well as all leathers and col- 
ors, to make the “Country Days” line 
one of the most complete on the market 
in its style and price range. 

An aggressive national advertising 
and sales promotion campaign has been 
formulated which will be coordinated 
with production and sales efforts. Maga- 
zine and newspaper advertising, and 
point-of-sale displays will be used. 

Mr. Eckhoff was formerly associated 
for more than 20 years with the 
Samuels Shoe Co. As manager of the 
Tower Grove Shoe Co., he will direct 
the style, sales and marketing program. 





Schoales Made President 
Of Texon. Inc. 


Boston—At a regular meeting of the 
board of directors of Texon, Inc., im- 
mediately following the recent annual 
stockholders’ meeting, David R. Schoales 
was advanced to the presidency. He 
succeeds Morgan J. Vittengl, who be- 
comes chairman of the board. J. War- 
ren Heffner was elected vice-president 
in charge of sales. 

Other directors of Texon, Inc., are 
Samuel S. Rodman, vice-president, 
Hartford Connecticut Trust Company; 
H. W. Luetkemeyer, chief engineer, 
Cleveland Graphite Bronze Company; 
Thomas D. Welch, sales director, United 
Shoe Machinery Corporation; Ernest 
R. Cathcart, consulting engineer, E. I. 
du Pont de Nemours & Company; Jay 
J. Uber, D. F. Mulvihill and Dr. J. A. 
Huffmire of Huntington, Mass. 
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Buyers Plan 
Late Orders 


BuFFALO, N. Y.—Edward G. Krug 
was elected president and treasurer 
of the Tri-State Shoe Travelers at the 
annual! meeting held in conjunction with 
the November 14-15 show in Hotel 
Statler. Mr. Krug represents Golo 
Footwear. Charles W. Reis, Cambridge 
Rubber Co., was elected vice president; 
and Al Levinson, Somersworth Shoe 
Co., was re-elected secretary. Harry 
Levinson, retired, was named honorary 
»resident. 

It was announced that the next show 
vill be held in Hotel Statler here Jan. 
23 and 24, 1949. 

Attendance at the November show 
was about the same as a year ago 
but business was spotty. Exhibitors 
said that retailers hesitated about plac- 
ing large Spring orders and preferred 
to wait until after the first of the year. 

Most of the buying was of a fill-in 
nature although some small initial 
orders were placed for Spring footwear. 
Manufacturers’ representatives were 
said to have done slightly better busi- 
ness than wholesalers, retailers saying 
they would wait until later before plac- 
ing orders with them. 

Greater interest was shown in lower 
price lines in both men’s and women’s 
shoes. Retailers’ inventories were 
reported heavy although they are being 
reduced through special sales. 





Buffalo Shoe Retailers 
Re-elect Officers 


BUFFALO, N. Y.—Michael Santercole 
was re-elected president of the Greater 
Buffalo Shoe Retailers’ Association at 
the annual election held recently at 
416 Pearl Street. All other officers 
also were re-elected. They are: vice- 
president, Edwin Lauck; treasurer, 
Benjamin Etkin; and secretary, Oliver 
F. LaReau. 

Ten city directors were elected: 
George Cooke, George Seifert, Charles 
Reis, Joseph Kirchoff, Herman Meyer, 
Fred Manning, Clarence Lanich, Jerry 
Battaglia, Benjamin Thome and Robert 
Smith. 

Ten area directors elected were: 
Frank Measer, Williamsville; Ray 
Emerling, Hamburg; William Lattimer, 
Hamburg; John Kenny, Lockport; 
Francis White, Niagara Falls; Ted 
Boyer, Niagara Falls; Joseph Gure- 
witch, North Tonawanda; Adolph 
Jasinski, North Tonawanda; Allen 
Brown, Springville, and George Lemm- 
ler, Angola. 

A discussion of general conditions 
in the shoe trade was led by Willard 
Lewis. The installation of officers of 
the Buffalo association will be held in 
conjunction with the Tri-State Shoe 
Show to be held in Hotel Statler in 
January. 
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In shoe and department stores from coast-to- 
coast ... customers look for the Trimfoot Man. If 
your store hasn’t yet appointed a salesman to 


check Trimfoot stock and make P. M. reports, 
why don’t you ask your boss for the job? You'll 
find being a Trimfoot fitter means extra sales and 
profits for you. Your shoe sales will increase, too! 

Trimfoot Appliances offer quick foot relief . . . 
yet fit daintily into the smartest shoe. Write to 
Trimfoot today—-let the Trimfoot Man from 
Farmington tell you how to bring bigger profits. 


APPLIANCE PRODUCTS DIVISION 


¢ 


TRIMPOOT COMPANY - TRIMFOOT TERRACE - 


New Children’s Department 
In Columbus Store 


CoLumBus, O.—One of the depart- 
ments to be located on the new sixth 
floor of the F. & R. Lazarus & Co. de- 
partment store here, is a children’s shoe 
department. Designed by Raymond 
Loewy and Associates, and under con- 
struction since early Spring, the new 
floor is completely air-conditioned and 
features specially designed fixtures and 
showcases, as well as clerk-operated 
wrapping and cashier stations to speed 
customer service. 





FARMINGTON, MISSOURI 


The children’s shoe department is 
decorated with a circus motif. Circus 
animal cages with gold bars and unique 
stuffed circus animals surround the 
selling area. A park scene mural with 
white park benches to provide a three- 
dimensional effect is a feature of the 
Hi-Deb Shve Shop. 





Opens Men’s Shoe Store 


WARREN, O.—Simon’s Shoes is the 
name of a new store, opened here re- 
cently at 230 East Market Street. High 
grade shoes for men are carried. 
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WORK SHOES 








Let this Work Shoe 
Work for You 





6%-inch regulor garrison 
work shoe. Sizes 6 to 12 
(including half sizes. ) 


Again Pilot steers you to increased 
sales and profits! Genuine Goodyear 
welts. Natural color flesh-out smooth 
plump cowhide. Heavy leather inner- 
soles. 14 iron “Armortred” composi- 
tion molded outersoles. Reinforced 
with brown steel rivets and extra 
stitching at all points of wear. Wide 
garrison backstays. Order now. 


PILOT SHOE CO. 


31 Hopkins Place - Balto. 1, Md. 
a " Honest-made Since 1899" 








=: 


MEN'S SHOES 


Los Angele 
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What’s New 





“Weather-Sealed” Golf Shoes »¢ made of almost any fiber, synthetic 


Offered by Eaton 


BROCKTON, MAss.—In its new line of 
Etonic First-in-Fit golf shoes, the 
Charles A. Eaton Company of Brock- 
ton, is offering nine styles: three 
“Scots Guard Triple Weather-Sealed” 
numbers, and six “Double Weather- 
Sealed” styles. “Weather-Sealing,” it 





Golf shoes with special features 


is explained, means simply that water 
stays out, feet stay dry, and this con- 
struction feature prevents moisture 
from soaking through the heavy leather 
outsole into the insole. Between the 
outsole and the insole a flexible water- 
proof “gasket” midsole is built in. 

The insole seam and the sole seam 
are then caulked with molten rubber 
which effectively seals out all moisture, 
this being known as the Belgian Proc- 
ess. Incidentally, the “gasket” midsole 
has a cushioning effect so pressure of 
the Phillips giant-based rust-proof 
spikes is not felt. 

All Etonic First-in-Fit golf shoes 
have these “weather-sealing” features. 
The “Scots Guard” has the additional 
exclusive one-piece, no-seam high-welt 
feature which is sewed completely 
through the shoe upper as well as the 
sole, adding stamina and wearing qual- 
ity. In both styles Flext-Process soles 
and inner soles are said to give greater 
flexibility and comfort. 

Etonic golf shoes are all in-stock. For 
smaller retail outlet, the Eaton Com- 
pany has designed a display piece hold- 
ing four styles which is offered free to 
any dealer placing an initial order for 
four or more pairs. 





New Thread Announced 
By Belding Corticelli 


NEw YoRK—The first successful pro- 
duction of non-twisted thread in 25,000 
years of thread-making was announced 
recently by Richard T. Kropf, direc- 
tor of research of Belding Corticelli. 
Neither a monofilament, nor a coated 
nor a resin-treated thread, the new 
monocord, produced by a new process, 
is said to eliminate spirals and ridges. 
According to Mr. Kropf, it “will not 
kink, snarl], split or ravel . . . and can 


or natural.” Another of its features, it 
is claimed, is that it will exercise a min- 
imum of wear and tear on the machin- 
ery in which it may be used and on the 
material into which it will be sewn. Only 
one fiber is being used at present, 
nylon, and the combination of the 
words “nylon” and “monocord” gives it 
the name “Nymo.” The first industries 
to which it will be released are the 
underwear and corset and bookbinding. 
Second on the list are the shoe, luggage 
and glove industries. 





New Shoe Bag 
Made of Plastic 


New York—Here’s a shoe bag made 
of the new Lumite woven plastic mate- 
rial. It is claimed that the material is 
stainproof, streakproof, and abuse- 
proof; can be completely immersed in 
suds and rinsed as often as needed and 
merely shaken to fall back into its for- 
mer shape; or can be washed with just a 
damp cloth. 





Holds 12 pairs; is easily washed 


The gay Scotch plaid bag is available 
in various colors which are part of the 
basic plastic monofilament and, there- 
fore, colorfast. 

Lumite woven plastic fabric is pro- 
duced by the Lumite Division of the 
Chicopee Manufacturing Corporation 
and sold to North American Photo De- 
vices, Inc., New York, for their shoe 
bag, which holds six pairs of either 
ladies’ or men’s shoes in its roomy 
compartments. 





Shoe Store Changes Hands 


PorTSMOUTH, N. H.— Merchandise, 
fixtures and good will of F. C. Remick 
& Co., local shoe store, have been ac- 
quired by Howard A. Campbell, a Rem- 
ick employe for the last six years. The 
firm name has been changed to H. A. 
Campbell. 


Boot and Shoe Recorder 








Obituaries 





Harold R. Miller 


MILWAUKEE—Harold R. Miller, born 
in Chicago, February 4, 1894, passed 
away at his home, 4751 North Cumber- 
land Blvd., Milwaukee, on November 16. 

Mr. Miller had been in the employ of 
the Albert H. Weinbrenner Co. for the 
last 30 years, and before the first World 
War, in which he served, he was asso- 
ciated with the U. S. Glue Company. 
He had been vice-president and general 
manager of the Albert H. Weinbrenner 
Co. for the last eight years. 

Mr. Miller was a member of the Mil- 
waukee Athletic Club and the Ozaukee 
Country Club, and was a member of the 
Bay Shore Lutheran Church. 

He leaves, besides his widow, Mrs. 
Della Miller; two sons, Harold R., Jr. 
and Donald; and one daughter, Marilyn; 
also two sisters, Mrs. Gertrude Weil of 
Milwaukee, and Mrs. Katherine Biggs 
of Glendale, Calif. 





Dennis Meehan 


YorkK, NEB.—Dennis Meehan, Sr., 87, 
who established a shoe store here in 
1888 which is still operated by his son, 
died Nov. 4 after a long period of fail- 
ing health. 

Born in Illinois, Mr. Meehan came to 
York in 1888. He retired in 1921. 

Mr. Meehan had served as the first 
president of the York Commercial Club, 
which later became the York Chamber 
of Commerce. He was also active in 
civic affairs but never held public office. 

He is survived by two sons, Dennis 
Meehan, Jr., shoe store operator; and 
Peter A. Meehan, postmaster at York; 
and two daughters, Rose and Mary, 
both of this city. 





Edward L. Schmidt 


BUFFALO, N. Y.—Edward L. Schmidt, 
73, former shoe manufacturer, died in 
his home here Nov. 1 after a three- 
month illness. Born in Buffalo, he was 
educated in local schools. 

In 1898, Mr. Schmidt organized the 
old Standard Shoe Factory on Jeffer- 
son Avenue with his brothers, Joseph J. 
and the late Anthony J. Steffan. Mr. 
Schmidt left the shoe business many 
years ago. 

His widow and a sister survive. 





Thomas M. Gordon 


LOUISVILLE, Ky.—Thomas M. Gordon, 
49, shoe salesman for Byck Brothers 
& Company, died recently at his home, 
4123 W. Broadway this city. He was 
a veteran of World War I. 

Survivors are his widow, Mrs. 
Martha Gordon; and a brother, For- 
rest Gordon. 
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Joe Alperin 


MEMPHIS, TENN.—Joe Alperin, a life- 
long resident of Memphis and a retired 
shoe merchant, died recently at Baptist 
Hospital here following a long illness. 
He was 54. 

Mr. Alperin operated the Family Shoe 
Store here at 158 South Main until 
about two years ago when failing health 
forced him to retire. Prior to becom- 
ing a shoe merchant, he had been en- 
gaged in a tailoring and haberdashery 
business. He was the son of the late 
Jacob Alperin, a prominent North Main 
Street merchant here for many years. 

The late Mr. Alperin, who had entered 
business with his father at an early 
age, was a member of Temple Israel, 
the Baron Hirsch Synagogue and the 
Ridgeway Country Club. 

He is survived by his widow, Mrs. 
Cele Fink Alperin; two daughters, Mrs. 
Stanley Feldman of St. Louis, and Miss 
Myrna Alperin of Memphis; two broth- 
ers, Ike Alperin of Memphis, and Dave 
Alperin of Marianna, Ark.; and three 
sisters, Mrs. Rose Bartnick of Mem- 
phis, Mrs. Sam Wilenzick of Forrest 
City, Ark., and Mrs. Harry Stern of 
Greenville, Miss. 





H. P. Kurkjian 


SELMA, CALIF.—Harry Phillip Kurk- 
jian, shoe store operator and rancher, 
of Selma, since 1906, died Nov. 7 in a 
local hospital. He was 65 years old. 
Born in Armenia, Mr. Kurkjian came to 
the United States in 1902, and opened 
his shoe store in 1906, after working 
for two years in a department store 
here. 

He -was active in the operation of his 
own store until poor health forced his 
retirement a year ago, and was promi- 
nent in church circles. 

Surviving are his widow, Mrs. Almas 
Kurkjian; one son, Phillip Kirkjian, of 
Selma; two daughters, a brother and 
two grandchildren. 





George H. Hancock 


GALT, ONT.— George H. Hancock, 
69, shoe company executive and promi- 
nent industrialist, died in a local hos- 
pital recently after a brief illness. 

Mr. Hancock was president of the 
Seroggings Shoe Company and a di- 
rector of the Galt Wood Heel, the 
Wragge Shoe Co., and Narrow Fab- 
rics, Ltd., all of Galt. He also was 
president of Dominion Plywoods, South- 
hampton, Ont., a director of the Scott 
Shoe Company and a former member 
of the city council and the Galt Pub- 
lic Utilities Commission. 

He is survived by two daughters. 
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Exclusive distributor of the popular ART 
CHROME Steel Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
| | play room or write for illustrated folder 
| and prices. 


| LYONS & COMPANY 
120 DUANE STREET NEW YORK 7, N. Y. 
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BARIS SELLS 


Quality Shoes from Surplus 
Merchondise. Better for Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 
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The latest revised edition of 
THE SHOE AND LEATHER 
LEXICON — the 14th — is 

available again! 


This illustrated glossary of trade 
and technical terms serves a 
very useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 
of the trade.” 


The Shoe and Leather Lexicon 


75c per copy, prepaid 


BOOT and SHOE 


100 East 42nd Street 
New York 17, N. Y. 














Whe Vy 


buy a, 
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BOYS’ SLIPPERS 


EE rE EP ee es 





Hard-to-Get 


BOYS KID SLIPPERS 


(top grade kid) 
Heavy 8-iron oak leather sole. 
Leather quarter lining. Matching 
gabardine sock and vamp lining. 
Goodyear-stitched 





Colors: Brown, Blue. Sizes: 2!/2 to 5!/, 


Immediate Delivery N/10 F.O.B. N. Y. 


HERSH SHOE CO. 


2078 White Plains Road, Bronx 60, N. Y. 











SO er re Ee Pm 


CHILDREN'S SHOES 


eS EP Ee ee 


to Sell! 


Feature Shoes for Children 


White Elk; 8/2 te 12 ABCD; 6/2 te 8 
BCD; 3 te 6 CD; Tep Quality Materials. 


Same in Brown Elk, No. 6005 
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Combined Jewish Appeal Leaders Meet 





Boston.—Shoe ond Leather and Allied Trade division leaders met here recently 
to help put the 1948 Destiny Campaign of the Combined Jewish Appeal of Greater 
Boston over the top. Seated are, left to right, Samuel D. Saxe, of the Kesslen Shoe 
Company; Corpora! Alisa Penueli of the Army of Israel; Samuel L. Slosberg, of The 
Green Shoe Manufacturing Co., and captain of the Shoe and Leather team. Stand- 
ing are Murray J. Bernstein, of the Panther Panco Co.; and Archie Kaplan, of the 
Colonial Tanning Co., general chairmen of the Shoe and Leather division. 





George F. Johnson, Head of 
Endicott-Johnson. Dies 


Enpicott, N. Y.—Six weeks after his 
ninety-first birthday, and following an 
illness of several weeks duration, 
George F. Johnson, chairman of the 
board of the Endicott-Johnson Corpora- 
tion, died at his home here on the night 
of November 28. Mr. Johnson was a 
shoemaker from the age of thirteen. His 
rise to prominence was rivaled only by 
his warm humanitarianism. That qual- 
ity was manifested in such generosity 
to his thousands of employees that his 
concern never was unionized and in 
many benefactions to various organiza- 
tions and institutions amounting to mil- 
lions of dollars. His associates said 
that for many years Mr. Johnson gave 
away his entire annual income. 


He was born in Milford, Mass., on 
Oct. 14, 1857, the son of Frank A. John- 
son, a shoemaker who served as a Cap- 
tain in the Union Army in the Civil 
War, and Mrs. Sarah J. Johnson. Mr. 
Johnson, a mere lad, started to° work as 
a shoe craftsman in a Massachusetts 
shop. His first job was that of a treer. 

After working for several other Bay 
State shoe factories, Mr. Johnson went 
to Lestershire, N. Y., near Binghamton, 
now named Johnson City after him, to 
take a foreman’s post that paid $18 a 
week. 

As the years passed, Mr. Johnson re- 
mained with Lester Brothers but the 
firm’s financial condition became so bad 
that one day its chief creditor, Henry 


B. Endicott, arrived to look over the 
plant, and Mr. Johnson told him that he 
could solve the company’s difficulties. 

Mr. Johnson proposed that he be al- 
lowed to buy from Mr. Endicott a half 
interest in the business for $150,000, 
the money to be borrowed from Mr. 
Endicott. The latter was so impressed 
with the young man’s self-assurance 
that he lent him the money. 

It was in 1894 when the two became 
partners and reorganized the business. 
Mr. Johnson’s theories on finance and 
management were put into effect and 
soon the business prospered. There- 
after it grew rapidly. 

Mr. Endicott was president until his 
death in 1920. Mr. Johnson succeeded 
him, serving for some years and then 
becoming chairman of the board of di- 
rectors. 

The Endicott-Johnson Corporation on 
Nov. 30, 1945, had more than 17,000 
employees. Its main plants are at Endi- 
cott, Johnson and Owego, all in New 
York state, and it has subsidiaries 
which operate retail stores and also 
water works. 

In 1916 Mr. Johnson introduced an 
eight-hour day for his workers without 
wage reduction, and three years later 
he began a profit-sharing system. 

Besides looking after the welfare of 
his workers, Mr. Johnson did other gen- 
erous things. Many municipal and 
charitable enterprises were aided by 
him. To Binghamton he gave a $150,- 
000 park site and the money for com- 
plete equipment. He was also a gener- 
ous contributor to churches. 
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NEWS OF THE 


_ Salesmcn in, Sugoliers 


United Last Executives Hold Meeting 





Lett to right—J. M. Switzer, Henry Brauch, Paul Labreque, E. G. Daniels, G. A. 
Adams, Jr., Frank Bartaslus, E. M. Harris, Jr., R. J. Holmes, A. E. Richardson. 


BostoN—The semi-annual meeting of 
United Last Company office managers 
was held in Boston, October 21 and 22. 
Those who attended were: 

J. W. Switzer, Stewart and Potter 
Co., Brooklyn; Henry Brauch, Krentler 
Bros. Co., Milwaukee; Paul Labreque, 
United Last Co., Ltd., Montreal; E. G. 


Daniels, Krentler Bros. Co., St. Louis; 
G. A. Adams, Jr., Boston office; Frank 
Bartasius, Fitz Bros. Co., Auburn, Me.; 
E. M. Harris, Jr., Empire Last Works, 
Rochester; R. J. Holmes, Boston office; 
and A. E. Richardson, Boston office. 
Dinner at Blinstrub’s Village, South 
Boston, was the climax of the meeting. 





Sam Emmett Joins 


Radcliffe Shoes 


MaAss.—Radcliffe Shoes, 
of Brockton, makers of Prom- 


BROCKTON, 
Inc., 





SAM EMMETT 


ettes by Radcliffe, announces that Sam 
Emmett has been added to their sales 
organization to cover the Southwest. 
Mr. Emmett will make his headquar- 
ters at 2nd Unit, Santa Fe Bldg., Dal- 
las 2, Texas. 


December |, 1948 


Joins Publicity Staff of 
Kidskin Tanners’ Guild 


NEw YorK—Rhea Nichols, publicity 
counsel for the Kidskin Tanners’ Guild, 
has announced the appointment of 
Antoinette McShan as publicity repre- 
sentative of that organization. Helene 
O’Hara remains as publicity consultant. 

Miss McShan was formerly with The 
Conde Nast Publications, Inc., handling 
publicity for Vogue, Glamour and House 
& Garden magazines. Before that she 
was with Ames & Norr Public Relations, 
where she did radio scripts and news- 
paper releases for the Association of 
American Soap and Glycerine Products, 
Inc. A native of Mississippi, she at- 
tended schools there and studied fashion 
design at the Memphis Academy of 
Arts. 


Rauch to Sell 
Tiffany Originals 


New YorK—Jack Rauch has joined 
the Tiffany Originals division of the 
B. L. Cole Co. of Norway, Maine, to 
cover the Southwest territory. 

Mr. Rauch was formerly with the 
Salvage & Molloy Shoe Co. 


Jack Pettus with 
Boyd-Welsh in Southwest 


St. Louis—Jack Pettus has been 
named Southwestern sales representa- 
tive of Boyd-Welsh, Inc. He has been 
in the shoe business for 25 years, 10 
of which were spent in buying women’s 
style shoes for many large concerns. 

Mr. Pettus left the May Company to 
travel for the Middletown Shoe Com- 
pany, and prior to the war, became sales 
manager for the Betty Barrett Division 
of General Shoe Corporation. 

He was later transferred to the 
home office in Nashville and assumed 
the duties of fashion coordinator of all 
women’s lines. Among his present 
duties, Mr. Pettus will assist in the 
styling and distribution of Peacock 
shoes. 





Milton Berner to Sell 
Valentine Line 


NASHVILLE, TENN. — Bellwood Shoe 
Company, division of the General Shoe 
Corporation, announces the addition to 





MILTON BERNER 


its sales staff of Milton Berner, an ex- 
perienced shoe salesman. 

Mr. Berner, whose home is at 4901 
14th Avenue, Brooklyn, N. Y., will 
cover the Metropolitan New York area 
exclusively for Bellwood, carrying that 
company’s Valentine line. His office is 
in the Marbridge Building. 

Mr. Berner’s entire business career 
has been spent in the shoe industry. 
At one time he was associated with his 
father in Eli Mackta, Inc. He has also 
been on the road for Joy Shoe Makers 
of St. Louis, and for the last several 
years has sold the line of Modern Shoe 
Manufacturing Co., of Philadelphia. 
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Three New Salesmen Are Added by Selby 





JACK EVANS 


PoRTSMOUTH, O.—W, F. Hooley, gen- 
eral sales manager of the Selby Shoe 
Company here, has announced the ap- 
pointment to his sales staff of three 
new men—Jack Evans, Earle Stocker 
and William Kerekesh. 

Mr. Evans sells the Styl-Eez line, 
taking the place of Craig Brown who 
died suddenly in Los Angeles several 
weeks ago. He will cover the state of 
California with offices in Room 816, 
Haas Building, Los Angeles. 

Mr. Stocker, who will sell the Physi- 
cal Culture line on the West Coast, 
comes to the company with a vast 
amount of experience both in the retail 
and wholesale end of the business, hav- 


EARLE STOCKER 


WILLIAM KEREKESH 


ing been assistant buyer and manager 
of J. N. Adams Company in the East. 
He spent 31 months with the First 
Division of the Marine Corps during 
the war, being overseas most of the 
time. 

Mr. Kerekesh, who is handling the 
Ground Gripper-Cantilever lines in 
New York and the East, and who has 
also had wide retail and wholesale 
experience in the development of feature 
shoes, was formerly with the Conformal 
Division of the International Shoe Com- 
pany. He succeeds L. E. Moody who 
resigned recently. 

All three appointments were effective 
November 1. 





Cawn Joins Sales Staff 
Of Prima, Inc. 


CoLuMBUs, O.—Harry Cawn has 
joined the sales organization of Prima, 
Inc., Columbus manufacturer of dress 
flats, Ballerinas by Prima, sandals, 
casuals and dancing shoes, as represen- 





HARRY CAWN 


tative in the states of North and South 
Carolina. He will represent the com- 
plete Prima line exclusively, effective 
at once. 

Mr. Cawn was formerly connected 
with M. J. Saks Shoe Corp.; S. J. Mais- 
trosky, Inc., and Tober-Saifer Shoe Co., 
as sales representative, and has had 12 
years’ experience as a shoe salesman. 


Leather Company Stresses 
Blue for Spring 


New YorkK—In a recent announce- 
ment to the trade and the press, the 
McNeely Division of the Allied Kid 
Company points out the importance of 
blue for the coming Spring. 

In another announcement, two other 
divisions of Allied Kid Company, New 
Castle Division and Standard Division, 
offer the industry a full listing of their 
Spring colors for tone-on-tone, multi- 
color and two-tone combinations with 
names and numbers. In the New Castle 
Division, colors are listed for two leath- 
ers, glazed kid and maracain; in the 
Standard Division, colors are listed for 
suede kid and glazed kid. 


Plastic Fixture Maker 
Appoints Representative 


St. Lovis—It has been announced by 
the Roger Kent Company, St. Louis, 
that the Palay Display Industries, 308 
South Third Street, Grand Forks, 
North Dakota, has been appointed an 
authorized jobber representative, cover- 
ing the entire state of North Dakota 
and the northwestern part of Minnesota. 

The Palay company will travel two 
salesmen and will maintain complete 
showroom facilities in the heart of the 
Grand Forks business section. Samples 
of the Roger Kent line of plastic fix- 
tures will be on display. 





John James Resigns 


Craddock-Terry Post 

LYNCHBURG, VA.—John W. (Major) 
James, well-known vice-president in 
charge of sales of the Craddock-Terry 
Shoe Corporation, has announced his 
resignation from that firm “to do many 
of the things” he has “wanted to do for 
years,” but for which he has “lacked the 
time.” 

He has been associated with the 
Craddock-Terry organization for the 
last 43 years. Mr. James has made no 
announcement of his future business 
plans. 


Will Sell Kickerinos 


In Southeast 

MILWAUKEE — Irving Gerber, sales 
manager of Kickerinos, manufacturers 
of the well known line of casuals bear- 
ing the same name, announces the ap- 
pointment to his sales staff of Henry 
Bramsen. 








HENRY BRAMSEN 


Mr. Bramsen, formerly with Desco, 
will cover the entire Southeast as far 
west as Mississippi, including that state 
as well as Florida, Tennessee, Alabama, 
North and South Carolina and Georgia. 
In this territory he is well known, hav- 
ing traveled there since 1944. 





Travels Southern Michigan 
For Friedman-Shelby 


DetrRoIT—Enlargement of the local 
sales staff of the Friedman-Shelby 
Division of International Shoe Com- 
pany is being made here, with the ap- 
pointment of Jack Walker as represen- 
tative for Southern Michigan to handle 
safety shoes. Mr. Walker was formerly 
with the same company in the Minnesota 
territory. He will join Herman Meyers, 
senior representative here, and work 
out of the latter’s newly-established 
office at 217 Charlevoix Building. 


Shoe Man Heads Ak-Sar-Ben 


OMAHA, NEB.—Harry A. Jones, 
Omaha, Weyenberg Shoe Mfg. Co. rep- 
resentative, was elected president of the 
Ak-Sar-Ben Men’s Apparel Club at the 
recent annual meeting here. 
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WORK SHOES 


EP 6 ee em, Ce ee 


GRANGER BOOT by 


JACME 


Rolled Leather 
Top Facing 


Inside 
Mud Guard 
Making This an ALL WEATHER SHOE 


#1200 Men’s Brown Elk Lace 
to Toe Work Shoe, Rawhide 
Laces, Stock Gusset, Goodyear 
welt with Barbour Storm Welt- 
ing, Cork Sole. Sizes 6/12, | 
$5.35 per pair. 


IMMEDIATE DELIVERY 
JACME SHOE CO. 


(WORK SHOE KING) 
168 Lincoln S#. Boston 11, Mass. 

















Men’s Popular Priced Work Shoes 
ond 
Men’s Steel Toe Safety Shoes 
U 


nion Made 


GOODWILL SHOE COMPANY 


Holliston, Massachusetts 
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BALLET SHOES | 
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“AMERICA'S FINEST” 


‘Toe and Ballet Shoes 


ELVA 10: ow: 


& SONS, Inc. New York 19 
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PRICE TICKETS 
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PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 
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Olympic Champion Given 
G. H. Bass Award 


WILTON, ME.—Mrs. Gretchen Fraser 
of Vancouver, Washington, Gold Medal 
winner in the 1948 Olympic Games, was 
recently awarded the 1948 American 
Ski Trophy. This unique trophy is pre- 





Mrs. Gretchen Fraser and the 1948 
American Ski Trophy 


sented annually by G. H. Bass & Com- 
pany of Wilton, makers of Bass ski 
boots, to the American skier who has 
made the greatest contribution to the 
sport of skiing during the year. Mem- 
bers of the committee of award which 
selected the 1948 winner from among 
five hundred nominees were Roger 
Langley, Fred C. Bellmar, Minot Dole, 
Fred H. McNeil, F. L. Montgomery, 
George Morisette, Jr., Fred Penwell, 
and J. Stanley Mullin. 

Previous recipients of the American 
Ski Trophy were Dick Durrance, Alf 
Engen, Minot Dole, the Bietila family, 
and Barney McLean. 





Prices Cut by 
Shoe Form Co. 


AUBURN, N. Y.—Fairy AnkleHi 
(Non-Flam) shoe forms have been re- 
duced in price to the lowest point since 
1940, according to an announcement 
made here by W. J. DeWitt, president 
of the Shoe Form Co., Inc. The com- 
pany, he said, has enlarged its plant, 
has introduced new production tech- 
niques and has installed new machinery 
for manufacturing from basic materials. 
The economies thus effected, it is ex- 
plained, have made the price reduction 
possible; and the new machinery and 
technique have been utilized to produce 
an entirely new line of forms in a va- 
riety of striking colors. 

The new AnkleHi forms, Mr. DeWitt 
says, are equipped with new lock-seam 
tops which not only give the forms a 
more finished appearance, but which 
add strength. All forms in the new line 
are made of a non-inflammable material. 
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MEN'S SLIPPERS 


6 OF ee 


LOUNGE MASTERS for MEN 
2 Calfsted Lined - Leather Sole 


$ No. 415 Brown and Brown Kid Comb. 
No. 414 Blue and Wine Combination 









Same in Full 


Leather Lined 


‘ $3.25 ¢ 

Solid Colors: Brown, Blue, Wine : 

Calfsted Lined $2.50 | 
Same in Full Leather Lined $3.10 


Men's Fine Leather Shearlings 
and Romecs 


SAMPLE PAIRS ON REQUEST. 
SIZES CAN BE HAD. 


KANDEL SHOE CO. 


Manufacturer's Distributors of Men's 
Fine Shoes and Slippers 


; 114 Reade Street New York 13, N. Y. 
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RHINESTONES 
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Rhinestone Side Bow 


Imported crystal stones 


IMMEDIATE DELIVERY 
Fastest selling Buckle 
retailing at o “DOLLAR” 


Rhinestone Creations 


751 WN. 39th St. Phila., Pa. 





SO 6 EF Ee ee 


EDUCATIONAL 


OF 6 Fe 6 OF ee Oe 


FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 





Write ‘or Bulletin 8S-1! 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 

185 No. Wabash Ave., Chicego 1, Ill. 
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‘5 BRANDED at 





QUALITY SHOES Y 
BELOW CURRENT PRICES 


Awe 





Nationally Known for Surpluses from the 
Nation's Leading Manufacturers 


tg K. WEIL SHOE CO. = 


While in Town See Weil 3 
oS 1215 Washington Ave. ws) 
HAGIA ~ St.tovis 3, Mo. We 
Los Angeles Office—1005 Haas Bide. 


New York Office — 855 Marbridge Bldg. 
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Retailing 





Ideas 








SHOE RETAILERS 


LOOK AHEAD! 


for quick help from the only book of its 
kind; encyclopedia of practicable, workable 
ideas for the experienced merchant. No 
theories—all tried, true . . . NOT just an- 
other shoe book, but offers in addition to 
138 specific shoe promotions, the best ideas 
from the entire retailing field for instant 
adaptation to his particular requirements. 
Foreword by PAUL H. NYSTROM, Pro 
fessor of Marketing, School of Business, 
Columbia University. 

Please remit with order. 


5 8 40 Chpts. 
ss 3.50 Postpaid 
BOOT AND SHOE RECORDER 
100 E. 42nd St., New York 17, N. Y. 








Buy Savings Bonds 
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E. A. Reister Promoted 
By Mishawaka 


MISHAWAKA, IND.—E. A. Reister has 
been appointed district sales manager 
for the Mishawaka Rubber & Woolen 





E. A. REISTER 


Mfg. Company, manufacturers of Ball- 
Band footwear, in the district compris- 
ing New York state, Western Pennsyl- 
vania and Eastern Ohio. 

Mr. Reister began his association 
with the Mishawaka footwear company 
in 1924, representing the company as a 
salesman in territories in Mississippi. 
New York and Indiana. During recent 
years he served in the home office of 
the company at Mishawaka, as a dis- 
trict sales supervisor and worked in the 
field as a special representative. 

Prior to his connection with Misha- 
waka Rubber & Woolen Mfg. Co., Mr. 
Reister had extensive experience in the 
retail footwear business. 





New Catalog Published 
By E. E. Taylor 


Boston—One of the best planned and 
best printed catalogues seen for some 
time is that designed to sell the Tay- 
lored moccasin line made by the E. FE. 
Taylor Corporation of this city. 

Between the 9 by 12-inch varnished 
covers with front cover devoted to a 
photograph of an old-time craftsman 
sewing the moccasin vamp, and the 
back cover devoted to the advantages 
claimed for the hand-sewn, hand-lasted 
method of manufacture, are 16 pages 
showing a photomontage of newspaper 
advertisements run by prominent stores 
handling this line, a reproduction of a 
photograph showing a Browning-King 
store window featuring these shoes and, 
of course, several pages devoted to illus- 
trating the various styles and their size 
runs. Featured on all pages devoted to 
blucher patterns is the new Goggin re- 
inforcement lip, designed to secure hand 
sewing against undue stress and strain. 

The catalogue was conceived by and 
produced under the direction of Harry 
Tolman, advertising manager of the 
E. E. Taylor Corporation. 


New Salesman Named by 
St. Louis Company 


St. Louis—Laurence J. O'Neill, 
president of the L. J. O’Neill Shoe Co., 
has announced the appointment of Fred 
H. Rasmussen as a member of the sales 
force of the firm. Mr. Rasmussen will 
travel Virginia, Pennsylvania, Mary- 
land, New Jersey, New York and the 
New England states. 

Rasmussen was buyer of women’s 
shoes for H. S. Pogue and Company, 
Cincinnati, for a number of years and, 
for the past 12 years, has been associ- 
ated with the A. E. Nettleton Co. 





Making New Children’s Line 


St. Lovis—F rank Bittner, president 
of Foot Pleasure Shoe Company, St. 
Louis, announces a new line of fashion 
footwear for tots to teens—Sparkletoes. 
The designer of this line, Alex W. 
Smith, recently supervisor of design of 
women’s styles for the General Shoe 
Corporation in Nashville. has incorpo- 
rated women’s designs into this new 
line. 





Guild Vice-President of 
Trade Association Group 


BostoN—American Trade Association 
Executives, with a membership of more 
than 1000 professional management ex- 
perts of industrial trade groups 
throughout the United States, has 
elected Walter R. Guild as vice-presi- 
dent. 





WALTER R. GUILD 


The Guild Associates, of which he is 
the head, manages the Shoe Pattern 
Manufacturers’ Association (New En- 
gland and National), producers of 
men’s, women’s and children’s shoe pat- 
terns used by shoe manufacturers; the 
Wood Heel Manufacturers’ Association. 
makers of wood heels for women’s foot- 
wear; the New England Manufacturing 
Confectioners Association, producers of 
candy; the Massachusetts Warehouse- 
men’s Association, whose members store 
most of the general merchandise in this 
area; the Blue Print and Photo Copy 
Association of Boston, and others. 
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OPPORTUNITY SOUND AND. PERMANENT 


Well established manufacturer of Foot Correctives has few choice 
openings for high type men experienced in road work or desirous of 
starting a road-selling career where they will be happy in their work 
and assured of possibilities for earnings above the average. Must know 
corrective fitting, have car and be free to travel. Full time—no side line. 


For details write to Mr. Erlewine, giving quaii- 
fications and photo. All replies confidential. 


SCOTT FOOT APPLIANCE COMPANY 


1701 Webster St. Omaha 2, Nebraska 





Western Pennsylvania and Ohio. 
Resident man fo carry complete line of 


CHAPMAN SHOES 


Crib to Campus. He must be expe- 
rienced and have following with good 
retail and department store trade. 


Country's fastest growing, in-stock, 
juvenile line. 


Give full information (which will be 
confidential) to the Hill Shoe Company, 
70 North 4th Street, Philadelphia, Pa. 

















SHOE SALESMEN WANTED BY MANUFACTURER 


This is a real opportunity for the right man to sell a fast moving line ot 
Infants’, Children’s and Misses’ welts and compos to the retail trade. Com- 
pany features ads in National Consumer and Trade Magazines, and in-stock 
catalog service—complete dealer assistance program of sales promotion, 
selling aids, mat service, etc. Territories open— 


EXCEPTIONAL OPPORTUNITY 


Live-Wire Salesmen for territories still open im 
Texas, Oklahoma, Kentucky. Alabama, Georgia, 
Iowa and Nebraska. to travel with outstanding Line 
of Women's Novelties, Sport Oxfords and Nationally 
Advertised Casuals. Can be carried with Sideline. 
Commissions weekly. All replies treated in strict 
confidence 

Address Box 802, care BOOT & SHOE RECORDER 

710 No. 12th Bivd., St. Louis |, Me. 

















ALESMEN WANTED: For Medium Priced 





Alabama Idaho Michigan Nevada Tennessee e Line of Puritan Welts, Infants’ Shoes, Sizes 

Arizona Illinois Minnesota New Jersey Texas ER Stock, for Im mnatiote eat. For Os 
ee ee < g territories: 1. Texas; 2. Illinois; 3 

Arkansas lowa Mississippi New Mexico Utah Michigan. Address: THE PROWELL SHOE, 

Colorado Kansas Missouri North Dakota West Virginia 404 S. Catherine St., Middletown, Pa. 

Delaware Kentucky Montana Oklahoma Wisconsin 

Florida Louisiana Nebraska South Dakota Wyoming 





In applying state experience, age, lines carried at present, references. Replies 
strictly confidential. 
Address Box 887, Care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


SALESMAN WANTED 


West Coast salesman now carry- 





ing standard lines, to represent 
new accessory item with sensa- 
tional acceptance every type of 


SALESMEN store 


An excellent opportunity for experienced salesmen to become a = cy rs ere _ 
affliated with a well known manufacturer of juvenile shoes, rere eree wees coe 


z a a : A light weight . requires little 
boys’, misses’ and children’s, to retail $4 to $6. Carried in stock. 7 : Sr ACRE SA 
. a space. Item outstanding in its field 

Open territories: 








5. Kentucky, Tennessee with practically no competition 
1. Texas 6. Florida 
2. Iowa 7. Missouri Write immediately our president 
3. Indiana 8. Wisconsin in San Francisco and Los Angeles 
4. Virginia, West Virginia 9. Nebraska for interview in December 


Give full personal qualifications in first letter. All replies confidential. 
Address Box 858, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 


Address Box 885, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 




















CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. lf 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 
vertising except for regular advertisers on contract. 

The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


= Advertisements for this page must be in our New York Office 15 days preceding publication date “Sj 
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TWO SALESMEN FOR 
NATIONALLY ADVERTISED 
COWBOY BOOTS 


We have attractive openings in Ohio- 
Pennsylvania and Michigan-Indiana 
for executive-type salesmen — men 
who know how to present and de- 
velop a great merchandising oppor- 
tunity. We offer the most complete 
line of cowboy boots for all the fam- 
ily—popularly priced, nationally-ad- 
vertised in full color in leading maga- 
zines. This is an unusual opportunity 
for advancement with a fast-growing 
organization. Write in full. 


ACME BOOT 
MANUFACTURING COMPANY, INC. 


Clarksville, Tennessee 








WANTED 


MEN'S SHOE SALESMAN 


Timely opportunity for progressive 
producer to represent sound 
Factory known for Specialized VALUE 

. a complete line with 
strong emphasis on 
High Style Young Men's Shoes 
in stock 
. to retail profitably at $8.95 


Territories open: 
Pennsylvania, Eastern Ohio and W. Va. 
Oklahoma, Texas and Louisiana 
Write complete details of your experi- 

ence, earnings, present territory, etc. 
All inquiries held in strict confidence. Our 
own salesmen know of this advertisement. 


Address Box 891, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 














S ALESMEN wanted for following territories: 
Indiana—Michigan—Northern Illinois includ- 
ing Chicago, Milwaukee, Racine and Kenosha to 
sell Fast Styled Women’s In-Stock Fashion Foot- 
wear. Line sold regularly over twenty-five years. 
This offers a real opportunity to salesmen who 
want a profitable and permanent connection. 
When writing give age and amount of shoe ex- 
perience. Address SHU-STILES, Inc., 1214 
Washington Ave., St. Louis 3, Mo. 








SALESMEN WANTED 


A new line of women's casual and fashion 
sandals with a great promotional name 
offers you an opportunity for a real sell- 
ing coreer. This line is attractively styled 
and beautifully made and yet can be 
merchandised profitably in volume brack- 
ets. Several attractive territories in vari- 
ous ports of the country are available. 
If you believe that you are of the caliber 
to sell this line, advertised on page 95 
this issue, Boot & Shoe Recorder, write: 
J. B. Nadler, Melody Shoe Corp., Manu- 
facturers, 1170 Broadway, N.Y.C. 
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IS FOR YOU 


experience—25 to 35 years of age. 
thorough investigation. 


MAYBE THIS OPPORTUNITY 


A large Manufacturer of Rubber & Fabric Footwear expects to have several 
territories available in 1949 for high-type men preferably with retail shoe 
Past record must be clear and stand 


Must have a car and be free to iravel in any section of the U. S. 


This is an unusual opportunity for men who can qualify and are capable of 
representing an old established line with a trade-mark known to millions 
and backed by a powerful Advertising and Sales Promotion program. 


Tell all about yourself in first letter. 


Address Box 895, Care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








WANTED 


MEN'S SHOE SALESMEN 


To sell a short line of fine British shoes 
to retail from $14.00 to $16.00 from our 
American stock department. Many ter- 
ritories open. 

MEN’S SALESMEN WITH MEDIUM 
PRICED LINES will find good addi- 
tional income from our proposition. 
Write details of your experience, pres- 
ent territory, etc. Your inquiry will be 
held in strict confidence. Our salesmen 
know of this advertisement. 


Address Box 890, care BOOT & SHOE RECORDER 
100 East 42nd Street, New Yerk 17, N. Y. 











ELIABLE New York Distributor wants good 

men to sell a fast line of casuals and dressy 
flats in stock to retail for $3 to $5. Approxi- 
mately 150 samples. Full time, or can be carried 
as a side line. Good commission. All terri- 
tories open. Address #861, care Boot & Shoe 
oe 100 East 42nd Street, New York 17, 





SALESMEN WANTED FOR MANUFAC- 
TURER’S IN STOCK Line of Nationally 
Advertised Child’s, Misses’ and Growing Girls’ 
Welts and Compos, to retail $4.50 to $6.00. 
Some territories open and can be carried with 
non-conflicting Line. Replies confidential. Ad- 
dress #876, care Boot & Shoe Recorder, 100 
East 42nd Street New York, N. Y 





OSTON DISTRIBUTOR Style and Casual 
shoes; established 35 years. All territories 
open except New England States. Replies con- 
fidential. Address #893, care Boot & Shoe 
Recorder, 10 High Street, Boston 10, Mass. 





EXPERIENCED SALESMEN WANTED 
by Long-Established House of Men’s and 
Boys’ Popular Priced Dress_and Work Shoes. 
A very competitive set-up. Can carry in some 
instances non-conflicting Line. Territory avail- 
able: Maryland, Delaware, Virginia, Georgia, 
Texas, Oklahoma, Michigan, Ohio, Indiana 
and Kentucky. In your reply state background, 
which will be regarded as confidential. Address 
#883, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





EGENT LEATHER GOODS LINE—Na- 

tionally known—open for representation in 
all important territories. Manufacturers of the 
best selling Wallets in the U. S. A. Every store 
a@ customer. New, Nationally advertised Line, 
with protected prices. High Commission. Only 
salesmen with excellent following need apply. 
Two non-conflicting side lines permitted. — 
erences and experience 13 letter. REGEN 
799 Broadway, New York 3, N. Y 





HOICE TERRITORY OPEN - FOR 

SHOWER TOES. Dandy sideline for men 
now selling retail shoe trade. KELLY 
RUBBER CO., 515 26th Street, Massilon, 
Ohio. 





EXPERIENCED SALESMAN 
WANTED 


To carry complete factory line of 
make-up stylish stouts and arch 
> shoes. Calling on departments and 
> retail trade. All territories open. 3 


> Replies held confidential, write giv- 
ing qualifications. ‘ 


Marvin Fisher ‘ 


Fisher Shoe Company 


Hudson, Mass. ‘ 














SIDE LINE SALESMEN WTD. 








SIDELINE SALESMEN 


Excellent opportunity for additional large anaes. 
Short line of famous women’s casuals, play shoes, 
and barefoot sandals. We have established business 
in Oklahoma, Arkansas, Louisizna, and Mississippi. 
Six per cent commissions. Prefer representative to 
reside in any of these respective states, which are 
now available for Spring selling. 


Address Box 880, care BOOT & SHOE *. <7 
100 East 42nd Street, New York 17, 











WANTED 
SIDELINE SALESMEN 


Nationally advertised line of athletic 
footwear:—Football, baseball, basketball, 
golf, work shoes, bowling, ski boots, ice 
skates, moccasins, hunting, riding boots, 
etc. Excellent opportunity to earn addi- 
tional money. Old established < 

with many accounts and large following. 
Territories now open. Commission basis 
(5%). Apply now. State experience, ref- 
erences and territory covered. 





Address 889, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











Boot and Shoe Recorder 








mA = | deine 


"np ow 1 


re - ha bead enbie 





nitsten = oe 











SIDE LINE SALESMEN WTD. 


HELP WANTED 


SHOE STORES WANTED 








MANUFACTURER OF METAL, RHINE. 
STONE AND CUT STEEL SHOE 
BOWS desires salesmen calling on Ladies’ 
o, Re on to carry small t of terrific 

RHINESTONE CREA. 
TIONS, 751 No. 39th Street, Philadelphia 4, Pa. 


] DEAL SIDELINE: Carry e Short Line of 
fast, low priced Shoes—7 percent commis- 
sion; good deliveries; from Lynn, Mass. Ad- 
dress #886, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 








FOR SALE 


OR SALE: LADIES’ SALON-TYPE SHOE 

STORE Catering in Ladies’ and Junior Miss 
Shoes. Centrally located—Los Angeles, Cali- 
fornia. Handbags and Accessories Bar; Good, 
clean stock. Modern Fixtures. Good Lease. 
Low Rental. Corner location; Busy thorough- 
Approximately $9,000 should handle. 
P. O. Box 11, S. P. Schonzeit, 8907 West Pico 
Bivd., Los Angeles 35, Cal. 





ANUFACTURER IN THE MIDDLE 

WEST producing Ladies’ Footwear desires 
aggressive Shoeman with Production and Man- 
agement ability. Permanent future; established 
business. Address 3$834, care Boot & Shoe Re- 
corder, 100 East 42nd Street, New York 17, 
N.Y. 


STORE MANAGER WANTED for Women’s 
popular price Shoe Store in Brooklyn— 
Chain Store experience necessary—future for 
right man—state references. Address 2878, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, 














POSITION WANTED 


HOE STORE MANAGER, thoroughly ex- 

perienced, best of references, excellent back- 
ground, age 37. Presently employed. Prefer 
connection in Middle West. Address #879, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y 








FOR SALE 


Good going business, southern Ohio, 
men’s and ladies’ dress and style 
shoes, nationally advertised lines. 
Forced to sell account health. Lease. 
Store remodeled. Had opening last 
August. Price reasonable. Est. 29 
years. Good location. 


Address Box 892, care BOOT & SHOE = % 
100 East 42nd Street, New York 17, N. 











FAMILY SHOE STORE in County Seat 
town in Iowa; Good, Branded Lines; Good 
lease; $175. rent; Approximately $65,000. vol- 
ume. Modern Fixtures. $35,000. plus clean 
stock at inventory. Owner retiring. Address 
#888, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N 





ROWN AND WHITE SADDLE OX- 

FORDS WITH RED RUBBER SOLES, 
made by Nationally known Shoe Company, 
proximately 250 pairs. AAA to C, Sizes 3 to 
10. Perfect condition. Will sell for $3.00 pair. 
Cost $4.00 pair. LAUDERDALE SHOE 
STORE, Fort Lauderdale, Fila. 





FoR SALE: New Family Shoe Store, estab- 
lished in Morris, Illinois; 7000 population; 
County Seat. Seventy miles west of Chicago; 
90% location. New Stock; fixtures; Nationally 
advertised Lines. Good lease; Inventory, plus 
fixtures. About $9000 will handle. Address: 
Norlins, 304 Liberty St., Morris, Illinois. 


152 LADIES’ Genuine Alligator Purses, 

Priced $8.75 each. An excellent Christmas 
Specialty. J. W. WESTENDORFF, Box 401, 
St. George, c. 


Fe STORE FIXTURES...30 Theatre 

Type Chairs, One Glass Case (5), Counters, 
Walnut Window Fixtures, and 100 linear feet 
of shelving (men’s, women’s shoes), compo 
of 36 sections; 19 shelves to a section and 
each a separate unit. Available after Dec. 5. 
1948. SCHLUETERS SHOE STORE, 204 
East Main Street, Belleville, Ill. 


EN’S AND BOYS’ FURNISHINGS AND 

SHOES. Carrying Nationally advertised 
brands. Best location in town. $4,000. plus In- 
ventory. Williams Air Force Base just 8 miles 
out. Box 413-A, Chandler, Arizona. 


ADIES’ HIGH GRADE SHOES, Estab- 

lished 10 years; 1009 Miami Beach loca- 
tion; 3 year lease; Cheap rental; Clean inven- 
tory. Other interests. $25,000. cash. Address 
#896, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 

















BUSINESS OPPORTUNITIES 


ANDBAG MANUFACTURER of Reptile, 
Calf, Antelope and Alligator wishes to have 
mutual working sales arrangement with repu- 
table shoe manufacturer. Write Box 7624, 217 
7th Avenue, New York. 








ONTINUOUS SOLE LEATHER MANU- 

FACTURING PROCESS using waste 
Leather and Rubber Mill Equipment offered 
on small cash and royalty arrangement. Process 
cost $25,000 to develop; has tested trade ac- 
ceptance; costs about $1.00 per square yard; 
fabricates like genuine Leather and is better 
than Plastic Sole Material. Address #894, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y 





FOR LEASE 








FOR LEASE 
RETAIL SHOE DEPARTMENT 


Over 2,000 Square Feet ; Available January Ist, 
1949, for Family Shoe Department, on the 
ground floor of low priced Department Store. 


DAVIDSON'S, INC. 








GALVESTON, TEXAS 








LINE WANTED 


OP SALESMAN, AT PRESENT EM- 

PLOYED, good background, very success- 
ful, wants strong Factory Line of Ladies’ or 
Children’s Footwear for the Midwestern States. 
Have established following and very best con- 
uections among the Volume and Retail buyers 
throughout that territory. Also A-1 references 
among manufacturers. Fine opportunity for the 
right party. Address #882, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 
17, 








EW YORK JOBBING HOUSE, with 

Stock and Show Room Duane Street, has 
opening for manufacturer’s Line of Shoes and 
a Children’s preferred, New York State, 
New Jersey and Connecticut covered. Address 
#897, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





WANTED TO LEASE 





Buy Savings Bonds 





December |, 1948 


BX... pee aes SHOE MAN, Ladies’ 
Department in popular eee — 
ade = Department Store. Will mana 
sonally. Eastern or Southern ol cgay yo nl 
2898, care Boot & Shoe Recorder, 
42nd Street, New York 17, N. Y 


[NTERESTED IN BUYING SHOE 
STORES that are doing Volume Approxi- 
mately $100,000. in towns located in Middle 
west and Southern States. Will pay good prices 
if Lease is satisfactory. Address #826, care 
Boot & Shoe Recorder, 1221 Locust Street, 
St. Louis, Mo. 





MERCHANTS’ NEEDS 








NEW ADJUSTABLE 
Price tick et 


remains GC 
desired posi- " Pouy LIP 
tion at all for Price Tickets 
times. 


This is an ex- 
clusive pat- 
ented feature. 


$5 gross 
$2.75 

half gross 

M. D. POLLINGER CO. 


| HOLLAND BLDG. ST. LOUIS, MO. 














WANTED TO PURCHASE 


WANTED TO PURCHASE—Arch Shoes— 
Men’s—Women’s Branded Arch Support 
Shoes. Send samples. We pay top prices. 
STRAHL SHOE COMPANY, 1230 Fifth 
Avenue, San Diego, California. 











WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 
Children. 
For Cash 
BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 














SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 

















CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 














GET TOP VALUE 


in Selling Your 
e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 
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WANTED TO PURCHASE WANTED TO PURCHASE 


MERCHANTS’ NEEDS 











BARIS BUYS for CASH 


Quality Shoes for Men, Women * stores 
and Children has Term Leases Assumed 


Scrupulous Protection foses-ITE rial ee ee tls ee 


ARIS SHOE CO., Inc. 


New York 7, N.Y. 





Tel.: WOrth 2-5180 











WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 


“The House of Jobs"’ 


89 READE STREET 
New York City 


JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 


TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 


ALWAYS RELIABLE 























132 No. 4th St. Phila. 6, Po. Phone BARCLAY 7-7887 
Phone: LO 3-9533 
MY HOBBY 


WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 
Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! 

















MERCHANTS’ NEEDS 





MERCHANTS’ NEEDS 








All Shoemen should own an ALL PURPOSE SHOE STICK 


$2.95 P.P. SAVE SALES 
Easy to Use for all types 
of shoe stretching on men’s 
women’s and chil“ren’s 


Guaranteed for All Time shoes. 


ROOM 
120 N. uae st. ALL PURPOSE SHOE STICK CO. prockrorp, ittinois 











Southward, Ho! 
[CONTINUED FROM PAGE 40] 


wide range of colors, there are linen 
and shantung and mesh pumps and 
sandals and raffia and sisal wedgies in 
sandals and ties. Handbags have been 
made exactly matching in material and 
color. Other accessories have also been 
exactly matched. Take, for example, 
the straw fan shown at one recent fash- 
ion show and the shantung umbrella at 
another. Parasols, umbrellas, scarves, 
stoles, bags and jewelry show a gay 
trend for country, beach and casual 
wear, down South this Winter and up 
North next Summer. Flowers are be- 
ing worn as accessories again, on the 
wrists, on unusual parts of the dress 
and in the hair. 


PATENTED 





Mititary 
SHoe Stano 


Displays a man’s shoe as he sees it 


on his foot. 
Half Doz. — $5.00 
Full Doz. — $9.00 


M. D. POLLINGER CO. 


HOLLAND BLDG. ST. LOUIS, MO. 
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a 
Pou SHOE 


"p Hover. 


To properly display arch support branded 
shoes, golf shoes and fiber sole shoes. 
Always remains in the correct upright posi- 
tion. Occupies little space. Almost in- 
visible when in use. Will not fall over. 
Used for Men's and Women's shoes. 

$3.50 per dozen $2.00 per Ya dozen 


M. D. POLLINGER CO. 
Holland Building St. Louis, Me. 














Mats sx» Ideas 


FOR, YOUR 


NEWSPAPER, ADVERTISING 


—if you advertise in newspapers 
write today for free samples of 


1. Sterling Shoe Mat Service 
A quarterly matrix service of 
carefully written copy, photo- 
graphs and beautiful art work 
for direct mail and newspaper 
advertising. 
€ 


2. Vincent Edwards Idea Clipping 


Service 


Actual newspaper tear sheets of 
ads of shoe stores; you select 
the exact stores and cities you 
want to see or leave the selec- 
tion to our advertising staff. 


VINCENT EDWARDS & CO. 
W orld’s largest advertising 
service organization 
342 Madison Ave. 
New York City 

















Shoe silhouettes for informal resort 
clothes show the same trends as many 
of the town types—pumps, low-cut 
shells, straps and sandals and lacings 
up the ankle to go with Empire dresses. 
Besides all these, however, there are all 
the naked, flat heel sandals which prom- 
ise to be bigger than ever this year. 
Other low heel sandals, less extreme in 
their styling, will also be important, 
and here gold may again be a color to 
watch. Silver is also talked of and, of 
course, copper. 


Boot and Shoe Recorder 

















YOUR BEST BET 
GERDA‘ GREATER 
SLIPPER PROFITS 


We. 9886 Men's Genuine wee 


em 
-~ 


Shearling Lined Boot. LE ye 
Bark Tan. Hard Leather aa ge 3 
Fy my 










FOOTWEAR 
A NEW 


Sole. Full Sizes 6-12 
$3.25 


We.9885 Women's 
—Same as above 
Full Sizes 4-9. 





fake Melody your Profit theme 






49, with these ‘sweet and 
fashion sandals against a 
solid accompaniment of Style and 
Value. The whole shoe world is 
ta king about these clean cut at- 


We. 730 Men's Opera, 
Dark Brown Genuine 


Shearling Lined Hard 


Leather Sole tractive casual and dressy shoes. 
Full Sizes 6-12 They re master-works by one of 

$3.25 the country's smartest designer- 
No. 731 Bark Ton craftsmen combinations. Investi- 


Exhibiting: 
M.A.S.R.A. Show, Benjamin Franklin Hotel, 
Philadelphia, Room 343—January 22-26, 1949. 


GERD FOOTWEAR | | 
COMPANY INC. | $5.00 to 


$6.00 
IMPORTERS ¢ EXPORTERS 


158 DUANE STREET, NEW YORK 13, N. Y. MELODY SHOE M ies Saar 


agate them al y- 


To retail 
profitably at 











CORPORATION 


1170 BROADWAY # MU 4-3988 


INDEX TO ADVERTISERS IN THIS ISSUE 








Adrian, M. B., & Sons X-ray Co. 25 Gerberich-Payne Shoe Co. ..._ Back Cover Peters Shoe Company... .. Front Cover 
Allen-Edmonds Shoe Co. ... 30 Gerda Footwear Co. cee «- 265, 95 Pilot Shoe Company ... Sige er ee 
Allied Kid Company ........... 27 Gold Seal Rubber Co. .......... 17 Pincus, Lester, Shoe Corp. .. ecdohy Se 
All Purpose Shoe Stick Co... ee 94 Goodwill Shoe Co. ......... ee Phyllis Shoe Co. ........ ‘3 i», 
Altman Bros. Shoe Mfg. Co.... 5s Greenebaum, J., Tanning Co........ 53 Pollinger, M. D., Co. Peeters 93, 94 
Arnoff Shoe Co. er ee 74 Potvin, R. J., Shoe Co........ . 80 
Prima, Inc. eo sen a 
Hersh Shoe Co. tans wn Sea oe Primex Equipment Co. Sc aeesarenl ee 
PRE REMMI ic cds Sica eeu enue 85, 94 TS eee ee pen eee 94 
Bass, G. H., & Co. Be rere 68 Holland-Racine ghee, Inc ‘ ; 2 
Beckwith Mfg. Co. ..... 56 Hubschman, E., & Son, Inc... 2nd Cover Rhinestone Creations : e< ; 89 
Belleville Shoe Mfg. Co. ... 15 Roger Kent Plastics , Re 
Brannock Device Co. 22 PND Bo cca neccscudencadusiges 94 
Broitman-Gaffin Shoe Co. 92 Iselin, William, & Co., Inc... ie 
pene CUDeNe CO? 2.0 ieee lek aide 80 
Sabin, B. ... ; by ice ei aaa ou ‘+ 
Jacme Shoe Co. ....... wie a oe Selby Shoe Co. ............ be 35 
Cambridge Rubber Co. ........... . Jarman Shoes ...... -.+ 19 Selva & Sons, Inc. ......_... .. 89 
Camitta, Sam, & Sons * _. 93 Juvenile Shoe Corp. of hoeton 21 Sundial Shoe Company ...... bac? 6 
Camitta Shoe Co. oe ere 93 Kandel Shoe Company ...... ...... 89 Superior ssl edo aad aaa 86 
Carter, J. W., Co. Sas Sista aie one 3 Keith, Geo. E, Co.. iS La eg) ie 5 Surrey Footwear Co. ... .....25, 76, 82 
Carr-Fulfiex, Inc. ...... a 59 
Central City Fleet Corp. .. ey Taylor, E. E., Corp. .... : 12 
Chairmasters, Inc. Ree ee me ere: Ir Lederer Industries ............. 76 Tingley-Reliance Rubber Co. 7. 2 
Colonial Tanning Co. ... ree: oe ieee, G. & Co. Ime... .... wines 3 Transparent Shade Co. See 
Curtis Shoe Company ae a 9 Lyons & Company .. eben 85 Trimfoot Company .. 25a 
Tweedie Footwear SS epee ene 36 
Daytimer Shoe Co. ........... aa) ae Marks, C. W., Shoe Co.... “eiae 
Dougias, W. L., Shoe Co. .......... 84 Martin, Glen L., Co...... 7 United Last Co. ...... indenee, wae 
Melody Shoe Corporation «=. 96 United Shoe Mach. Corp. 7 
Mefen, Charles A. Co. ..220-555% 96 Merrimack Shoe Mts. Co. Ser Rea 79 ee ey 
NG WR, 5 oa os ok 94 Middle Atlantic Shoe Retailers Assn. 72 
Miller, O. A., Treeing Mach. Co. 24 Vaisey Bristol Co. See 31 
Vincent Edwards & Company os ee) ae 
Fortune Shoes tees eer ees 95 Northwestern Institute of Foot Sur- Vitality Shoe Company ........---- 1 
gery Be ee RS a eee ee ee 89 
Gallun, A. F., & Sons Corp.......... 20 a Shoes ........--- 6 
General Shoe Corp. ae 18, 19, 55 Ohio Leather Company is ae a ME ky eS 99 


December |, 1948 bi) 





~ 


Nv cumee | i Da ML ee tO 


aman ol Aunouwces ty ertca's Greatest 
SN TM ELL 


4M Lye Sfock 


shoe In-Stock Department! 9 differ- 
ent styles! Sizes 6-12, A-E (7666, 
6-14, A-EEE). 

All you do is show the samples! Take 
the orders! We carry the stock! 


TBER SEALED 





Py 
eo 


pousit Wee 
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Free Display Fixtures 


With your initial order you get FREE 
display material. All you do is dis- 
play the shoes and take orders. You 
don’t have to tie up a lot of roney 
in inventory — because we carry the 
stock for you. On receipt of your or- 
ders, we supply you direct from our 
stock! 





LONG- WEARING 
OAK SEND 
LEATHER SOLE 


7102 Wine 
7101 Tan 


eYe)*[0): r~ 


LIKE THESE 
These Golf Shoes “ 
Omxe-Prece high / 


Scientifically Designed [ig Tryp fe Yea Shes Sea Jogf"* SY, 9S rena YA | Te 


Especially for the Golf Trade! 














e Made by Charles A. Eaton Com- , : ; Seen 
peny; Brockton. Bootmakers Here are the two greatest golf shoe values ever offered 4 
Since 1876. anywhere . . . Etonic’s new “Triple Weather-Sealed’* 

9 different patterns! Pre _ ; : : : 

Distiacti seenees Scots Guard” — with exclusive one-piece high welt, cush- 

istinctive styling! 

Plus 7 built-in extra-fitting : ioning rubber “gasket” midsoles, and waterproof-tulcanized 

features! : : 
ciate 4 : leather soles and sole seams—so water stays out...and in 

Exclusive “Scots Guard” one-piece : 

high welt! PYeCebtetoyems oi coye (ee Weel 


Giant-base Phillips removable "0 “ 
spikes (and free spike keys)! so, OTN Mheah, Yer Seale d 7 * 
Rubber “gasket” cushioning mid- J 7 
=— — feet never feel spikes! golf shoes, with the same waterproof-vulcanized leather soles | 

-P i eo 
soles! ne and sole ‘seams, and cushioning rubber “‘gas- SE 95 

e 

Waterproof-vulcanized leather ’ ket” midsoles— at th ingly low price of } 
Sakae uabadiineaies, Chemacotes et” midsoles—at the amazingly low price o rerav! 
out — feet stay dry! *Por. Pend. 
Reinforced waterproofed sole ee : _ 
stitching at shank ...no rotting \ | 
or splitting! 


MAIL THIS COUPON TODAY! , i i) (\) NGI 
seseessecsceececesccessnscesannacnsnneeny 


HARLES A. EATON COMPANY | Jvlin PL \ | TOF \ 


Brockton 64, Massachusetts 
| gl 


Please send me all the details on Etonic’s 
Notionally odvertised | 
in Ecaguire BOOTMAKERS /STNCE 1876 / 


“W eather-Sealed” Golf Shoes. 
MADE IN THE BOOTSHOP OF- CHARLES A. EATON, BROCKTON, MASS. * Fine Bootmakers Since 187 
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_ FOUR 
“Tailored-to-the Job 


CEMENTS 


U 


for Slip Lasting 


These cements are designed to help you in slip lasting 
operations .. . first, by providing the cement characteristics 
necessary to do a specific job . . . second, by fitting into your 
work schedule. 


@ Be Be Bond 542 (SOLVENT type). A popular general use cement for 
covers, platforms and sock linings. Applied by hand. Crude rubber base. 


@ Be Be Tex 888H (LATEX type). Cover cementing. A fast drying cement 
with exceptionally strong bond, long week-end tack and good layout. May 
be applied by hand, machine or spray. Natural latex base. 


Be Be Bond S-759 (SOLVENT type). Provides a week-end tack and a 
strong bond . . . for covers, platforms and sock linings. Hand or machine 
application. Synthetic rubber base. 


Be Be Tex 7788 (LATEX type). This cement with overnight tack is a 
fast drying cement with a good bond. Use it on sock linings, platform covers 
and inner or outer platform surfaces. Spray, hand or machine application. 
Synthetic latex base. 


Note: Cements made from natural latex are com- 
patible with natural solvent cements — Synthetic 
latex cements are compatible with synthetic 
solvent cements. 


Be Be Tex Cements 
Want information about MORE shoemaking 


e 
Products of BBChemical Co. cements? ... you'll find it in a concise 8-page 
guide titled “U/C ADHESIVES.” Ask your 
United sales representative for the latest copy. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 4 





GERBERIGH) 


AMERICA’S MOST POPULAR LINE OF BOYS’ SHOES 


A FAMOUS NAME BUILT BY 
GERBERICHS QUALITY 
AND THE CHARACTER OF THE 
DEALERS WHO SELL IT 


WITH GERBERICHS 
YOU SELL ALL 


YOUTHS 12'/2-3 © BOYS 1-6 
BIG BOYS 6!/2-11 
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